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DEXTE 


Sing le Bore’ Heres why: 


+ 

easy to install @ Installs in minutes—there’s only one hole to 
bore. 

easy on your pocketbook 


Strike mounts on surface of door jamb—no 
mortise required 








CAT. No. 1100 Door edge easily planed after installation 
WITH STRAIGHT 
SHANK 

SEAMLESS 2 
KNOB “Soft touch” yielding strike, locks door 


securely. 


because there is no protruding latch bolt. 


Specially suited for use with door closer. 








| , Exterior parts are solid brass. 
CAT. No. 1101 
WITH FRENCH SHANK KNOB— 
ALSO AVAILABLE IN | Interior parts steel—no die castings. 
ANODIZED ALUMINUM ut 


Locks securely from inside at touch of a 


DEXTER LOCK COMPANY ne 


Fits doors 54" to 134” thick with no adjustment. 
GRAND RAPIDS * MICHIGAN c ace ; 
A SUBSIDIARY OF NATIONAL BRASS COMPANY Dexter Single Bore is Lifetime Guaranteed. 
In Canada: Dexter Lock Canade Lid., Guelph, Ontario 
In Mexico: Dexter Locks, Plata Elegante, $. A. de C. V., Monterrey, Nuevo Leon 


MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS 
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DOUBLE -HUuUNG 


R-O+W window styles cover 
the full architectural 

span from Cape Cod 

to Contemporary. 
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GUDING AWNING 


R-O-W HIGH-LITE windows For a view plus full 

are also available ventilation, no finer 

in many sizes and awning unit is made than the 
residential designs. R-O-W SURE-LOK window. 


Each of the three R-O-W window types is 
outstar‘ding in its own field. Each is available 
in a variety of sizes and harmonizing styles. 
Two of the three R-O-W window types 
are entirely removable for cleaning 
or painting, inside the house. 


Your customers deserve the best 
R.O.W. SALES CO. 1342-68 ACADEMY AVENUE + FERNDALE 20, MICHIGAN 


R’*O°W te the registered trade mark of the R.O.W. Sales Co, 
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FINEST 
PLYWOODS 


GREATER 

ECONOMY ---rely on KOCHTON PLYWOOD 
for all your plywood needs in 
large or small quantities 


We can ship immediately from any one of our 14 conveniently located Complete Stocks of HARDWOOD PLYWOODS; FIR PLY- 
KOCHTON warehouses. Also, our huge purchasing power enables us WOODS; ALL SPECIES OF DOORS IN HOLLOW AND 
to buy at the lowest market price; in turn we pass these savings on to SOLID CORE; CUPBOARD DOORSTOCK; HARDBOARDS, 
you in lower prices. We can supply what you need, when you need TEMPERED AND UNTEMPERED; PERFORATED HARD- 
it and still save you money. Remember that KOCHTON products are BOARDS; NEVAMAR PLASTIC LAMINATES; REGLUING 
“as near as your telephone”! STOCK; PLY-VENEER; HOMASOTE PRODUCTS. 








write immediately to be included on our mailing list. 
Specializing in direct 
mill shipments by 4 WAREHOU @ Fort Worth, Texas 
L.C.L. or C.L. = = Vinewood 2878 
; —=——3 § Indianapolis, Indiana @ South Bend, Indiana 
7 Melrose 6-3485 Phone 7-7715 
a Minneapolis, Minnesota G Los Angeles, California 
, Granville 2444 Raymond 3-3651 


Milwaukee, Wisconsin @ Columbus, Ohio 

’ Orchard 2-6730 Klondike 3507 
Detroit, Michigan @ Saginaw, Michigan 

. ; Tyler 8-2000 Phone 3-5493 

Decatur, Illinois @ Grand Rapids, Michigan 
Phone 3-9741 Glendale 6-5466 
Cincinnati, Ohio @ Green Bay, Wisconsin 
Capital 1259 Hemlock 2-4879 


PLYWOOD awo VENEER CO., ie GENERAL OFFICES & WAREHOUSE 


Phone Taylor 9-0800, 509 W. Roosevelt Road, Chicago 7, Illinois 
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‘eon BEHR-GAT STRAP TAPE 


Here's how your customers The same pressure sensitive Tape that revolutionized 
will use the new 


; industrial packing and shipping is now available 
BEHR-CAT Strep Tepe to the public for all kinds of handy, time-saving jobs 
which no other tape on the market can do! 
WRAPPING PACKAGES {or It's BEHR-CAT Strap Tape — Glass-fibre reinforced 


mailing or shipping. Super- 


trong BEHR-CAT Strap Tape to hold tight wherever applied. So strong you 
assures strength an safe 


arrival. “a, can't tear it or pull it apart. 


| rm I| it fast 
PACKING A CAR. BEHR- ~ Se ‘ 
CAT Strap Tape secures W dis 


worries in place, stops 
Get in on this latest consumer 


am ng of load and avoids in this ne 
mage. a = 
tape right from the start. 


Order from your jobber today. We 


Behr-Manning, Troy, N. Y. 
SAFE MENDING of broken 
tool handies, table legs, etc. 
BEHR-CAT Strap Tape sticks 


at the touch and holds tight. , : i In Canada: Behr-Manning (Canada) Ltd., Brantford. 


For Export: Norton Behr-Manning Overseas Inc., 
New Rochelle, N. Y., U. S. A. 


ees 
EH R-ANNING 


® dies of NORTON Company 


A COATED ABRASIVES A SHARPENING STONES A PRESSURE SENSITIVE TAPES 


A complete line of abrasives and tapes for every professional and Do-it-yourself need. 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


FANNY MAY RECHARTED. Edging away from government control a recharted FNMA 
started business November 1. With Treasury subscribed stock of $93 
millions, the new association will have three functions under the 1954 
housing act: (1) a secondary market for FHA-VA mortgages, (2) special 
assistance and (3) liquidation of the current portfolio. 


MILITARY HOUSING STALLED. The defense department is still working to certify, army, 
navy and air force bases for some $75 million in funds made available 
by Congress for construction of military family housing. So far, no 
projects have been approved. 


MORE ON FHA APPRAISALS. FHA has made it clear that under its new appraisal de- 
livery clause if the FHA appraisal is less than the amount agreed upon 
between seller and buyer, the contract can no longer be enforced. No 
seven-day period is involved in the new FHA clause. 


SALUTE TO TEXAS DEALERS. The entire industry is proud of the new investment cor- 
poration organized this month by the Lumbermen's Association of Texas. 
Planned to provide mortgage money in remote areas, the shares of stock 


were subscribed almost immediately by approving retailers. See the full 
story in news pages. 


DEALER SALES STILL DECLINING. As we have reported in previous newsletters the 
trend this year is for declining dealer sales in the face of a tremendous 
building boom. In August, for example, sales were down 4% from August 
1953, according to the Bureau of the Census. Eight months of 1954 com- 
pared to the same period last year, showed a 6% decline, or $330 mil- 


lion. These are hard facts revealing the extent of by-passing of legit- 
timate trade channels. 


MORE HOUSE FOR THE MONEY. Levitt & Sons, builder of the famous Levittowns in Penn- 
sylvania and Long Island, illustrates that bigger and better houses for 
less money are still possible. Their new model priced at $16,990 sells 
for $500 less than the 1949 model, is better equipped and has 80 square 
feet more of space. Levitt is using the latest production techniques, he 
buys in huge quantities. And Levitt is just one of the big builders mak- 
ing it tough for the medium and small contractors—your customers. It 
surely points up the need and necessity for wider use of Lu-Re-Co in 1955. 


YOUNG PEOPLE WANT NEW HOMES. Kentile's survey of college seniors shows that 82% of 
those planning marriage eventually will buy their own homes and 91% in- 
tend to raise families. The survey further noted that 69% of the seniors 
planned to marry within six months after graduation, 22% within one year 
and only 9% were uncertain. 


ART HOOD HONORED. Arthur A. Hood, editor, American Lumberman, has just been 


named chairman of the Distribution Education committee of the National 
Distribution Council. 


SPEAKING UP FOR LUMBER DEALERS. Here at America: Lumberman we've been carrying on 
a modest campaign to get more recognition for building material retail- 
ers from the national magazines. Just about every month we discover 
evidence of misunderstanding that irritate us like the very devil. The 
November Woman's Home Companion is a lovely example. Turn to page 91 
in this issue and note the do-it-yourself contest announcement for 
women. It's a wonderful idea but the readers are urged to see their 
hardware dealer for entry blanks. Incidentally, 60% of the prizes are 
the merchandise you sell. 


(continued on page 9) 
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Here’s the asbestos roof shingle that 
architects, builders, and your better 
customers have been looking for. 
Attractive, traditional, thatch styling 
plus the proven sales appeal of Rub- 
eroid’s Color Grained texture. 

American Thatch is the perfect style 
and sales complement to Ruberoid’s 
Color Grained Asbestos Sidewalls. 
The new color blends—Black, Green, 
White, Brown and Red —wvill please 
the most color conscious homeowner. 
With American Thatch builders and 


architects can add a new beauty di- 
mension to their roof designs. 

Even the most extreme weather won’t 
affect the hard Duroc finish of Amer- 
ican Thatch. They are secured with 
copper storm anchors. Laboratory 
and field tests have proven their eco- 
nomical, durable performance. 
American Thatch is now available in 
most areas (it will soon be available 
in all). Ask your Ruberoid salesman 
for details on this newest profit-maker 
in the Ruberoid line. 


ee 41:7 -4-4°) | here 


500 Fifth Avenue e 


New York 36, New York 


Asphalt and Achestos Building Matenals 
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New October High for Construction 


The Government said this week 
that construction activity eased off 
about seasonally in October but 
that new work put in place set a 
record for the month. 

Continuation of the construction 
boom into October helped set a 
new record also for the 10 months 
from January to October, the re- 
port said. The monthly report, 
issued by the Labor and Commerce 
Departments, said the January- 
October record indicated that 
spending on new construction this 
year would probably total $37 bil- 
lion, compared with $354, billion 
in 1953. 

New construction put in place in 
October, the report said, repre- 
sented outlays of $3% billion. 
This was 3% under the September 
level, but 8% higher than October, 
1953. 

In October, this year, the report 
said, all-time highs for the month 
were set by outlays for total pri- 
vate and total public construction 
and for the following individual 
categories — residential building, 
churches, both private and public 
schools, roads and sewer and 
water facilities. 


Home Starts Set 
October Record 


Construction began on 
nonfarm homes 
setting a new 
month. 

The Labor Department reported 
the new construction pushed the 
total for the first 10 months of 
1954 in the nonfarm home cate- 
gory to more than a million. The 
October starts topped the 102,500 
figure for October, 1950, the record 
housing year, and were 18% high- 
er than the October, 1953, total. 


U. S. Plywood Buys 
Associated Mills 


The Associated Plywood Mills, 
Inc., Eugene, Ore., has been pur- 
chased by United States Plywood 
Corp., New York. In a wire to the 
American Lumberman at press 
time, R. S. Lowell, advertising 
manager for United States Ply- 
wood said: 

“We have announced that the 
board of directors of the Associ- 
ated Plywood Mills has unani- 
mously approved the sale of its 
assets to United States Plywood 
subject to approval by Associated 
stock-holders, meeting to be held 
on November 27. Acquisition will 
be effected by exchange of United 
States Plywood common stock plus 
shares of new preferred stock. Is- 
suance of latter stock would have 
to be approved by our stockholders 
if Associated stockholders give 


106,000 
during October, 
record for the 
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their approval to the transaction.” 

Associated owns plywood plants 
at Eugene and Willamina, Ore. and 
a lumber mill as Roseburg, Ore. 
The firm has two main sales offices 
and nine sales warehouses in vari- 
ous parts of the nation. 

Associated manufactures many 
well-known plywood and paneling 
products including Philippine ma- 
hogany, birch, Knotty Sea Swirl 
and Sea Swirl. 


Texas Dealers Form 
Own Financing Agency 


The Lumbermen’s Association of 
Texas has, through its member- 
ship, almost fully subscribed and 
chartered for $500,000, the Lum- 
bermen’s Investment Corporation 
to finance Title I improvement 
loans, Title II and VA mortgages, 
which are originated by their re- 
tail dealers. 

H. L. Richards, New Braunfels, 
president of the association said 
the corporation was formed be- 
cause financing was non-existant 
or inadequate in more than 600 
small cities and towns of the state. 

More than 80% of the original 
stock has been paid in and the 
balance is for sale to association 
members. More than 400 retail 
yards are represented in the orig- 
inal subscription and stock will be 
sold to yard managers on a salary 
deduction plan. 

Home offices of the new cor- 
poration will be in the American 
National Bank Building at Austin. 


Branch offices will be set up in 
other FHA districts of the state 
for servicing purposes and the 
severe servicing problem will be 
solved through the united efforts 
of the subscribers. 

Officers of the Lumbermen’s In- 
vestment Corporation include: 
president, W. S. Drake, Jr., Cal- 
casieu Lumber Co., Austin; Ist 
vice-president, Arthur Temple, Jr., 
Temple Builders Supply, Diboll; 
2nd vice-president, J. Lee Johnson, 
III, Cicero Smith Lumber Co., Fort 
Worth; secretary-treasurer, Gene 
Ebersole, Austin. 


Hines Lumber Buys 
Oregon Properties 


Charles M. Hines, president, 
Edward Hines Lumber Co., Chi- 
cago, and A. C. Lighthall, presi- 
dent, Oregon Lumber Co., have an- 
nounced that Edward Hines Lum- 
ber Co. had signed an agreement to 
purchase the capital stock of Ore- 
gon Lumber Co. It is expected that 
the purchase will be completed 
during the current year. 

The Oregon firm was established 
in 1889, and Hines was established 
in 1892. This purchase brings to- 
gether two of the oldest lumber 
companies operating in the Pacific 
northwest. 

Through this purchase Hines 
will acquire a new, modern hard- 
board plant at Dee, Ore., and also 
a sawmill for the manufacture of 
ponderosa pine lumber, as well as 
a millwork fabricating factory at 
Baker, Ore. At Dee Hines will also 
acquire a sawmill producing fir 
lumber. 


No “Boom” This Year, ‘55 Can Be Bigger 


The nation’s construction indus- 
try has plenty of room to go on 
expanding next year and after- 
ward because today’s record- 
breaking dollar volume of con- 
struction activity is still well 
below the proportions of a specu- 
lative boom, it was said recently 
by Dr. George Cline Smith, econ- 
omist, F. W. Dodge Corp., address- 
ing the Chicago Building Congress 
at the La Salle hotel. 

Comparing today’s situation 
with what he said was generally 
agreed to be a real construction 
boom in the 1920’s, Dr. Smith 
pointed out that when increases in 
construction costs and growth of 
the nation are taken into account, 
today’s volume of construction is 
proportionately well below the 
peaks reached in 1926 and 1927. 

“In 1926 and again in 1927,” Dr. 
Smith said, “new construction put 
in place totaled a little over $12 
billion. That was the highest 
peacetime peak ever reached until 
1947, when the current upsurge 


passed it up. 


“This year, 1954, total new con- 
struction will amount to $36 bil- 
lion or so, setting a new all-time 
record for dollars spent. So today, 
it would appear, we’re building 
about three times as much as we 
did in 1927. 

“Unfortunately, when we meas- 
ure construction in dollars, we’re 
using a rubber yardstick—because 
construction costs have nearly 
tripled since 1927. 


“If we put our present rate of 
construction into 1927 dollars, we 
find it has shrunk to $14 billion, 
instead of $36 billion. That’s still 
a little gain over the 1927 boom 
of $12 billion. 

“But the country has grown 
since 1927. We have to adjust for 
population changes, and what do 
we find? New construction per 
capita in 1927 was just about twice 
as much as it is in 1954, after tak- 
ing cost into account.” 


(continued on page 12) 
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BIGGER 


OF DO-IT-YOURSELF 


Easy to Make — 


Anyone who can cut with a saw 
and use a drill can build his own 
storm sash. 


Provide Ample Ventilation — 


Reynolds Do-It-Yourself storm 
sash can be opened when desired. 














Special Hanger Design — 


Makes hanging of light weight 
Do-It-Yourself sash easy, safe... 
from inside the house. 


Pre-packaged Hardware — 


You sell all needed hardware .. . 
corner braces, complete hangers 
for mounting, fasteners, packaged 
in complete sets for either single 
or two-piece sash. 














THIS big Vowirlional lackage... 


Sent to Every Reynolds Do-It-Yourself Dealer! 


* Envelope Stuffer for Your Mailings * Special Sign for Your 
* Traffic Building Window Streamer Self-Selling Rack 


* Powerful Dealer Tie-In Mats * Colorful, 5-piece Pennant Set 


Do-It-Yourself Dealers: Please write, if you have not received your promo- 
tional package and full information on new construction —Write Reynolds Metals DO-IT-YOURSELF 
Company, 2496 South Third Street, Louisville 1, Kentucky. 
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You Get This 
DO-IT-YOURSELF 


STORM SASH! 


REYNOLDS DO-IT-YOURSELF" ALUMINUM DEALERS 


With Reynolds Do-It-Yourself Aluminum 
you can offer customers everything they 
need for hundreds of home improvement 
projects. Right now, at the season’s peak, 
Reynolds dealers furnish storm sash sec- 
tions and all needed hardware to the mil- 
lions of do-it-yourselfers who make up 
the big, profitable Do-It-Yourself market. 
Make sure the Reynolds Self-Selling Rack 
is in a prominent place in your store—earn- 


ing your share of Fall storm sash profits. 








Here’s all you need to put you in the fast 
growing Do-It-Yourself Aluminum business . . . 
Reynolds handsome Self-Selling Rack containing — 
tubes, rods, bars, a wide variety of sheet designs, 


angles, fasteners, screen and storm sash sections, 


window hardware, Reynolon plastic film, trim strip. 


REYNOLDS DO-IT-YOURSELF* ALUMINUM 
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Record Attendance 
At Southeastern Show 


Nearly 1,000 dealers, wholesal- 
ers and manufacturers’ represen- 
tatives attended the second annual 
southeastern building materials 
show November 3-5, at Atlanta, 
Ga. The event was jointly spon- 
sored by the Florida Lumber and 
Millwork Association, Building 
Material Merchants of Georgia 
and the Tennessee Building Mate- 
rial Association. 

Three dealer forums — one on 
marketing, one on do-it-yourself 
and one on financing — dominated 
the business sessions. 

The marketing forum, mod- 
erated by Art Hood, editor, Ameri- 
can Lumberman, had for its panel 
members Maurice R. Large, past- 
president, Building Material Mer- 
chants of Georgia, Russell Nowels, 
Nowels Lumber & Coal Co., Ro- 
chester, Mich., and W. T. Spencer, 
Spencer Lumber Co., Gastonia, 
gt 

Nowels told the dealers that 
they should sell what the customer 
wants in the way he wants to buy 
it. He gave case histories to prove 
the success possible with his point 
of view. Large suggested better 
ways to go after more farm busi- 
ness and Bill Spencer tacked the 
tough subject of competition. 
Spencer supplied the retailers with 
a list of reasons why competition 
captured sales and then showed 
how the business could be re- 
gained. 

Art Hood said that dealers today 
might be broadly divided into 
three groups —the starving, the 
hungry and the well-fed. The 
starving dealer was defined as one 
who made no profit and he stated 
that about 15% were now in this 
category. The hungry dealer is 
typical today. Nearly 70% of all 
dealers are in this group, that 


SELLING the do-it-yourself market was also covered in the 
deuler forums. Panel members included, left to right: Don 
Brann, Dasi-Bild Patterns, moderator; 
Best Lumber Co., Memphis; Kay Mulvey, Los Angeles TV 
commentator, and Lucien Renuart, Renuart’s, Miami, Fila. 
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Adolph Voge, Jr., 


averages between 2% and 3% net 
profit before taxes. 

Well-fed dealers, Art said, made 
8% to 10% net profit on sales be- 
fore taxes and 18% to 22% on 
their investment. There are about 
15% of the dealers now in this 
grouping. 

Hood mentioned that the suc- 
cessful, well-fed dealer has 70% 
consumer sales as opposed to 30% 
contractor sales. And they invest 
2% or more of their sales in vari- 
ous forms of advertising. They 
have outside salesmen calling on 
the consumer, make wide use of 
consumer selling. They do about 
$40,000 or more in sales with each 
employe. They solicit business in 
an area of 21 miles or more. 

W. 8S. “Red” Sexton, president, 
Tennessee Building Materials As- 
sociation, presided over the ses- 
sion. 

The do-it-yourself forum was 
moderated by Don Brann, Easi- 
Bild Pattern Co., with panel mem- 
bers Kay Muvey, Los Angeles TV 
commentator, Lucien Renuart, 
Renuart Co., Miami, Fla. and 
Adolph Voge, Jr., Best Lumber & 
Millwork, Memphis. 

The financing panel was mod- 
erated by Don Campbell with 
W. W. Henderson, Hopkinsville, 
Ky., Don G. Maffett, Atlanta, Bed- 
ford F. Seale, Birmingham, and 
W. S. Sexton, Knoxville. 


Dealers Offered Chance 
To Advertise in Post 


Any retail dealer may advertise 
his firm’s name and address in the 
Saturday Evening Post in connec- 
tion with a promotion being spon- 
sored by the United States Ply- 
wood Corp. 

The manufacturer plans a two- 
page ad featuring Weldwood and 
Plankweld paneling in the Febru- 
ary 26 issue of SEP. The ad will 


be headlined: “Your lumber dealer 
is now featuring beautifully pre- 
finished, easy-to-install wood pan- 
eling for as little as $60.” 

A dealer interested in having 
his name included in the advertise- 
ment must contact his Weldwood 
sales representative before the 
December 23 deadline. The ad is 
part of a sales promotion program 
which will include free color re- 
prints of the SEP ad, tie-in ban- 
ners, envelope stuffers, newspaper 
mats and a Plankweld display. 


Ike Helps Launch 
Slum Removal Drive 


President Dwight D. Eisenhower 
helped launch a national, volun- 
tary slum clearance drive at the 
initial meeting of the American 
Council to Improve Our Neighbor- 
hood (ACTION) in Washington. 


The new organization, which 
met for the first time November 
15, will work hand-in-hand with 
both federal and local agencies in 
the 1954 housing act’s urban re- 
newal program. 


Headed by Major Gen. Frederick 
A. Irving, former superintendent 
of the U. 8. Military Academy, AC- 
TION is composed of leading exec- 
utives from all parts of the nation. 


Unions Approve 
Modular Construction 


The bricklayers, masons and 
plasterers international union has 
become the first building trades 
union to officially endorse the prin- 
ciple of modular coordination, it 
was announced by the organiza- 
tion’s president, Harry C. Bates. 

Modular coordination is the 
principle of design and construc- 
tion which relates all building 
materials to a common denomina- 
tor of a four-inch cube. 


FINANCING was discussed by a panel of leading dealers. 
Left to right: Don A. Campbell, moderator, Lebanon, Ky.; 
Don Maffett, Atlanta; W. W. Henderson, Hopkinsville, Ky.; 
standing, left to right: Charles W. Peek, Cedartown, Ga.; 


Redford Seale, Birmingham, Ala., and W. S. Sexton, Knox- 
ville. 
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IF THE “MISTER IS HANDY AROUND THE HOUSE” 
—he won’t be able to resist this packaged, self-instal- 
lation deal which is sure to put Goodyear All-Vinyl 
Flooring high on your “best seller” list! 


Everything is there to catch the eye of passers-by— 
a sure stopper for store traffic—a complete merchan- 
dising and display unit designed to spark self-service 
sales of “The World’s Most Beautiful Flooring” right 
in your showroom! 


The package includes * Large Easel which excites 
the creative imagination of homeowners, invites them 
to select the color combination they want! * Floor 
Planning Graph which shows them just how to figure 


the exact number of tiles they will need. * Handy 
Flor-Master Installation Kit which provides all the 
simple tools and instructions needed to do a profes- 
sional job! *& Conveniently Packaged Flooring and 
Adhesive. 


Everything is provided for self-installation of the 
top-quality All-Vinyl Flooring on the market—the one 
that Never Needs Waxing! 


Write for details on this amazing Goodyear program 
which will make your cash registers jingle with floor- 
in sales to the profitable, growing “Do-It-Yourself” 
market! Goodyear, Flooring Department W-8322, 
Akron 16, Ohio. 


Flor-Master—T.M. The Goodyear Tire & Rubber Company, Akron, Ohie 


GOODFYEAR AYVinyl Flooring 


FLOORS+ WALLS + COUNTER TOPS —IN TILES AND 45*WIDE ROLLS 
We think you'll like “THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network —THE GOODYEAR TELEVISION PLAYHOUSE — every other Sunday—NBC TV Network 
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WEATHER STRIP 


for Windows and Doors 


Ky \ 


- : { ] P 
HANDY PACKAGED SETS CR 


Completely packaged 
—ready to install. 
Available with regular 
door bottom or with 
threshold and exposed 
hook. 


FOR WINDOWS 
For all standard 28”, 
30”, 32” and 36” double 
hung windows. Com- 
pletely packaged— 
ready to use. 


Ready to hand your customer—Ready to Use! 








WEATHER STRIP 


Easiest in the World to put on! 


Works perfectly on windows, 
storm sash or doors. Made of 
wool felt. and white metal. In- 
dividual carton contains one 18 ft. 
roll with nails and instructions. 
Packed 12 cartons in free dis- 


play case. 














Weather Strip Needs for 
homes or old! 


Mu-GARD 
AUTOMATIC DOOR BOTTOM 


and Draft Eliminator 


UP .u:.. Forall doors—inside or out, 
matically te Completely solves old prob- 
clear carpet lem of clearing rug or floor 
when door ° 
opens every time door opens. 
Smartly designed with 
silvery-satin finish—will not 
DOWN rust or tarnish. Furnished 
ae eo fank in standard lengths—28”, 


floor when 32. 36", 42” and 48”. Packed 
door closes = in individual cartons. 








COIL 


DOOR BOTTOMS 2) Soo 
Made of extra thick wool felt and . 


heavy gauge stainless steel, brass or 7 . Available in stainless 
aluminum. Standard lengths—28”, ; steel or bronze. Packed 
30”, 32°, 36", 42° and 48°—packed 2 ¥ 1ys—six 18 ft. 
YY doz. same length to carton. Special ‘ rolls in free display 
lengths available. er, , ‘ carton, or in 100 ft. 
and 200 ft. individual 
cartons. 
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GLAZING COMPOUND CALKING COMPOUND _| | 


The world’s best calk- 


Always stays “put’’! Packed in ing compound. Comes 











cans—!4 pint, pint, quart and in handy leeds; of 


in drums 25 Ibs., 50 Ibs., 100 
Ibs. and 880 Ibs. 











pint, pint, quart an 
alion cans, also $ 

on and 55 gallon 
drums—gun or knife 
grade. 











MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 


OKLAHOMA 
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SCREENS 1" we have the 


& PROPOSITION 


to launch a dealer on a successful selling 
—s = 


program. The way to get more sales and be 
part of Winter Seal’s new sales team is to in- 
ee iq vestigate; become sold on this service-free 
\ i 
Ai j 
ALUMINUM 
DOUBLE-HUNG 


line that eliminates selling problems. 
WINDOWS 


AND SCREENS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 
neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 


sauNLvVaA ALITIVNO AYOW 








SS ————S—~“<Sé~éSé 
ALUMINUM COMBINATION 
“SLIDING-TYPE” 


STORM WINDOW AND SCREEN 





you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 
sell more with our promotions and sensible 
plan for sales action. 


+ 
ALUMINUM niko N 
FRAMED AK Ow... for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership iine for real business growth. 


WINTER SRAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TORONTO, 15 


Winter Seal 


ALUMINUM 
CASEMENT 
STORM 
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Report from 


November 27. 


Retail business in general, we’re 
told, expects Christmas sales this 
year to exceed those of 1953 by at 
least 5%. 

Part of this expectation turns 
upon the fact that the public is 
well supplied with folding money. 
Cash, time deposits and checking 
accounts owned by John and Jane 
Q. Public are at an all-time high; 
well over $200 billion—$8 billion 
more than a year ago. Another 
reason for holiday sales prospects 
is the special appeal of the goods 
offered. 

Some lumber and building mate- 
rials dealers, we know, are taking 
advantage of the do-it-yourself 
enthusiasm in their efforts to in- 
crease the holiday sales. This in- 
volves not only the building mate- 
rials needed by the home fixer- 
upper, but also the extra tools the 
handyman mechanic needs. 

In this connection, note that 
during the fall and winter some 
20 do-it-yourself shows have been 
planned in major cities. Enough 
have been held so that those in 
charge are estimating the attend- 
ance as two millions. Among the 
sales made at these expositions 
have been many hand and power 
tools and such things as adjustable 
shelving, designed originally for 
displaying goods in stores and 
service stations but that now are 
finding extensive use in homes. 


Relax with Hobbies 


Much of this special business is 
credited to a couple of factors 
that have come to the front of late. 
One is the need of business men, 
who are trying to get overstrung 
nerves loosened by spare-hour hob- 
bies in the handicraft field; and 
the other is the discovery that the 
“existing house,” is raw material 
for better living. 

Ronald J. Chinnock, National 
Association of Real Estate Boards, 
told some 5,000 members of his 
organization that in any year of 
sustained new-homes production 
there are 50 times as many older 
homes as new ones. That means a 
huge national investment on the 
part of homeowners. Many of these 
homes suit their owners complete- 
ly; but some do not. 

A good many of the latter can 
be much improved, usually in 
small ways but occasionally in 
large, by the owner himself with 
his saw and hammer. That’s where 
the special tools, materials and 
advice for the amateur mechanic 
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enter the picture. He usually starts 
in a small way; but often when he 
undertakes experimental jobs he 
discovers the capacity and confi- 
dence to undertake larger projects. 

A lot of men in this way redis- 
cover the long unused skills of 
their high school manual! training 
days. Some, of course, try to take 
in too much territory before get- 
ting the rust off their earlier ca- 
pacities. But an amazing number 
find that they can do creative 
things in making their homes more 
livable. 


Trade-in House Plan 


Project real estate men admit 
the trade-in house plan hasn’t 
worked out as well as they’d hoped. 
The objective was good; that of 
using the old house as part pay- 
ment on a new residence better 
adjusted to family needs. The plan 
would transfer to the real estate 
dealer the responsibility for re- 
conditioning the old house and 
finding a buyer for it. 

Experience indicates that not 
many real estate firms—and those 
usually big ones—have the finan- 
cial power and the broad founda- 
tion of established trade to make 
possible the mastering and man- 
agement of a new k-usiness. 

But there the older houses are, 
as raw materials for rejuvenation 
to suit the needs of their present 
owners. True enough, big projects 
in this field usually call for the 
services of architects and profes- 
sional builders. But it’s amazing 
how many unused carports and 
porches have metamorphosed into 
needed extra rooms by owners, 
with a minimum of professional 
help. No uniform rule, except one, 
applies. That one is for the ambi- 
tious amateur to consult his local 
lumber dealer. The latter can 
usually keep the prospective 
“wood-chopper” from getting in 
over his head. 


Promotion to Women 


You may have noticed the num- 
ber of women’s magazines that are 
featuring do-it-yourself projects. 
This, as you know, appeared on the 
program of the National Lumber 
Manufacturers’ Association. The 
NLMA has been conducting a 
highly useful press service, for 
magazines and newspapers, con- 
sisting of technical stories of how 
to design and build a wide assort- 
ment of household articles and 
house improvements out of lumber. 

The stories include matrixes 
from which plans and drawings 
can be cast by the publication. The 


WASHINGTON 


reports of the amount of this ma- 
terial used in public prints were 
downright amazing. 

At the meeting, Arnold Nichol- 
son, managing editor, Country 
Gentleman-Better Farming, told a 
graphic story of a $10,000 rural 
home improvement contest spon- 
sored jointly by his publication 
and by the NLMA. As we recall it, 
the people who entered this contest 
to improve their farm homes spent 
well over $1 million in building 
materials and household appli- 
ances. Whether or not they won 
prizes, they did have better living 
quarters. 

Returning to the women’s maga- 
zines, a number of them with 
large reader lists, running high 
into the millions, are regularly 
featuring home-mechanic mate- 
rials. McCall’s confidently expects 
women to be the biggest stimulus 
for do-it-yourself in the years 
ahead. 


Bigger Houses Coming 


Elizabeth Gordon, editor, House 
Beautiful, speaking at a meeting of 
the NLMA Coard of directors, ob- 
jected strongly to a statement in 
the report of a research institute 
that the size of the average dwell- 
ing will remain fairly stable, dur- 
ing the next ten years, at about 
1,000 square feet. 

“The people, whose daily life is 
blossoming,” Miss Gordon said, 
“are not going to want to live in 
tiny, boxy houses . . . abundant, 
not minimum, living is the Ameri- 
can philosophy that should be the 
touchstone of all your policy plan- 
ning about the future.” 

During the years since the close 
of World War II, millions of houses 
have been built; and a good many 
of them have already proven to be 
too small and restricted for com- 
fortable family life. Sometimes 
they can be expanded in size; and 
frequently they can be made more 
comfortable and attractive by ac- 
cessories, such as paneling and the 
like. There’s a tremendous field 
waiting for some one. 


Used House Prices Off 


Reports coming in are to the 
effect that while the trade-in plan 
hasn’t worked as well as had been 
hoped, the sales of second-hand 
houses have been mounting in vol- 
ume. The reason usually given is a 
lowered price level. Sales in some 
areas are up to 20%; but prices 
have declined by 8% to 10%. 


R. Y. Kerr 
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Bedroom, for instance— 











In kiln-dried 

dimension that nails without 

splitting; center-matched sheathing for high 
insulation factor; standard patterns* in siding of smooth, 
even, rosin-free texture, that holds paint without bleeding! 
All in Trade and Grade Marked Arkansas Soft Pine... 


double assurance of quality beyond question. 


» Shown, is 1x 10” No.119. 


ROSSETT LUMBER COMPANY 


A DIVISION OF THE CrosSsETT Company 
CROSSETT, ARKANSAS 
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EDITORIAL: 


Consumer Financing Will Increase Your Sales 





Realizing that probably the greatest single oppor- 
tunity for increased profitable sales is through 
greater use of consumer financing, a group of dealers 
at a recent workshop decided to develop and outline 
the best possible organization to fully use consumer 
credit. 


Here it is: 


Dealer Financing Objectives 


1. Make our employes understand what good credit 
administration is. 

2. Make our various classes of customers under- 
stand our credit terms and that we plan to enforce 
them. 

3. To set up budget selling in our organization in 
such a manner that we will capitalize fully on every 
practical type of credit and consumer sales financing. 

4. To assure that our credit losses will be held to 
a reasonable minimum. 

5. To assure that our investment in accounts re- 
ceivable is justified through efficient collections. 

6. To make full and practical use of all sources of 
outside credit. 

7. To utilize all practical sources of outside credit 
information. 

8. To reduce delays in extending credit to abso- 
lute minimum. 

9. To reduce accounts receivable to a practical 
minimum in volume and in average age. 

10. To know and use most effective means of col- 
lection. 

11. To set up a program where we control pro- 
ceeds of contract sales whenever possible and pay-off 
the contractor instead of his paying us off. 

12. To get our share of consumer dollars by com- 
peting with auto and other industries with equally 
liberal credit plans. 

13. To make full use of credit as a creative selling 
medium. 

14. To overcome faulty traditions, habits and atti- 
tudes toward the use of credit. 

15. To make full use of refinancing of customer 
paper on a non-recourse basis, if possible. 

16. To have full understanding of legal problems 
in the maximum use of credit. 

17. To keep good customers continually indebted 
to us on a specific plan. 

18. To be best expert in the community on FHA 
financing of all types. 

19. To develop and study the potentialities of the 
“trade-in” house market by having sources of mort- 
gage money available in this field. 

20. To develop an adequate answer to the con- 
struction loan problem. 

21. To have equal or better financing than any 
prefabricator. 

22. To have a weekly payment plan for small sales 
where this method is more convenient than monthly 
plans. 

23. To eliminate cash discount on consumer sales. 


24. To have the most efficient credit department 
among all trading area dealers. 


How to Operate the Department 


1. Have a financing file drawer or case where all 
available literature and information concerning 
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Senses plans and facilities may be classified and 
ea: 
a. Farm Financing 
b. Title II 
c. G.I.-Veterans 
d. Sweat Equity 
e. Insurance Company 
f. Local sources—Building and Loans 
g. Private funds 
h. Construction Loan 
i. Trust Funds 
j. Open-End Mortgages 
k. Title I 
l. Finance Companies, ABC, etc. 


2. Ata certain age turn past due accounts over to 


a collection agency. 

3. Get dealers together to exchange credit infor- 
mation locally. 

4. Organize financing files so our people can un- 
derstand and use them. 

5. Set up automatic system whereby customer pays 
penalty or premium for exceeding credit terms or 
abusing credit. 


a. A 1% per month service charge 


b. Interest charged on past due accounts— 
6% per year 


6. To have credit terms fully understood at time 
of sale. 

7. To get invoices and statements out as near the 
first of the month as possible. 

8. Do a job of selling local and outside financing 
sources on their opportunity. 

9. The use of an adequate aging sheet for accounts 
receivable. 

10. Make sure that one man is expert and master 
of financing problems. 


11. Make periodic decisions as to what paper we 
will handle ourselves and what we will discount. 


12. Simplify details and organize information for 
consumer in easily understandable charts, literature 
and diagrams. 


13. To have full supply of needed forms, blanks 
and equipment and have all sales people understand 
their use. 

14. Keep these files up to date with the latest in- 
formation from your association and other sources. 

15. Secure complete cooperation of all sources of 
consumer financing and make optimum use of their 
money and services. 


How to Merchandise Credit 


1. Advertise end-use packages with typical month- 
ly payments using terms—‘“as little as” and “as low 
as.” (Use all forms of advertising). 

2. Use term “financing available” automatically in 
all advertising. 

3. Price of all the items over $50 should show 
monthly payment price instead of cash price. 

4. Have meetings with contractors and other in- 
dustry factors showing them on how to capitalize on 
our financing possibilities (periodically), train them 
on how to use. Furnish them with forms and blanks. 


Art Hood 


Comment is invited in improving this outline. 
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U-FINISH-HOUSE MODEL in the Butt Lumber Company’s yard pulls in hundreds of 
interested prospects and helps account for 500 sales per month. Billboard-like signs on 
top of the house can be seen easily by street traffic. 
the features of the picture window from a yard man. 


the “Grande” 3 BEDROOM - 836 Sq. Ft. 


t 


$40.90 3 (UNCL. INTEREST) 


EMPHASIS ON PRICE is prominent in all advertising of 
the finish-it-yourself houses. Above is a section of the 
brochure given or mailed to prospects 


STUART BUTT, seated, glances up during another $750 
sale of interior materials for the U-Finish-House. Main 
profits in house sales come from the finish packages 


Aere's how a California dealer 


Here, a young couple learns about 


Grosses $1'/2 Million on “U-Finish-Houses” 


Dealer-developer team in. Azusa beats 
prefab competition with houses a buyer can 
have for $100 down and $45 per month. 


Close cooperation between the Butt Lumber Co., 
Azusa, Calif., and housing developer M. Penn Phillips 
results in a $1,500,000 annual gross in sales of about 
500 packaged houses. Currently, the combined firm 
is delivering from 20-35 “U-Finish-Houses” per week 
to do-it-yourself home buyers in tract developments 


20 


and on individual lots. 

“We have no competition from the prefab builders 
in our area,” says Stuart Butt, owner. 

Here’s a summary of how the system works: 

Butt and Phillips designed an 836-square-foot, shell 
house to sell for $4,290 erected. An additional $750 
worth of materials completes the interior of the house 
and provides the main profit for the lumber yard. 
Materials for each house are preassembled at the 
yard in packages that can be handled by fork lift 
trucks. 

Materials are packaged in sequence to enable 
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STEEL-STRAPPED PACKAGES of U-Finish-Houses are loaded each afternoon for over- 
night delivery to buyers’ lots. Delivery costs are based on railroad rates and charged 


to the buyers. 


speedy erection by contractors. Customers need only 
a paid-up lot and they can purchase the house for 
$100 down and $45 per month using the firm’s financ- 
ing plan. House sales are promoted by newspaper 
advertising and use of demonstration houses at the 
yard and in new housing developments. The houses 
are delivered overnight — at railroad rates — by the 
firm’s trucks. 
The Unfinished House 

Butt and Phillips designed their first house pack- 
age, called the “836 special,” in 1949 as their entry 
into the low-cost home market. The house, which is 
still the firm’s most popular model, measures 33’x 
25’-4” and contains three bedrooms. 

The shell-house features include: stucco exterior; 
140 lineal feet of redwood fascia; picture window and 
other windows and exterior doors installed; rough 
wiring, plumbing and bath tub installed. The ex- 
terior of the house is completely finished by contrac- 
tors. 

In addition to the 836 special, the firm now offers 
four models of the home with 19 different treatments 
in sizes ranging up to 1,270 square feet. 

“However, 75 out of 80 houses sold are the stand- 
ard 836-square-foot size,” says Butt. 


The Packaging System 


The standard 836 special house is preassembled in 
the yard in three packages. In general, here are the 
main items included in the three packages: package 
No. 1—rough plumbing and wiring and the bath tub; 
package No. 2—rough lumber (including precut 
studs), roofing, fascia, sash, doors, frames and hard- 
ware; package No. 3—complete interior finish mate- 
rials such as kitchen cabinets, paint and plumbing 
fixtures. 

The yard crew can assemble four complete house 
packages each day. Each package is arranged so the 
builder and do-it-yourself home buyer loses no time 
in going down through the stacks as the items are 
needed. The original materials assembly lists are 
delivered with each house so the buyer may check-off 
the items and sign for delivery. 

Each package is steel strapped for convenient han- 
dling by the firm’s fork lift trucks (seven ton capaci- 
ties). Once the packages are assembled, they can be 
moved around easily for storage purposes and for 
convenient loading on delivery trucks. 


The Do-It-Yourself Angle 


Once the shell house is erected by contractors, the 
home is turned over to the do-it-yourself buyer. The 


buyer then calls for package No. 3 to finish the in- 
terior of his home. The homeowner installs the plas- 
terboard, bathroom fixtures, kitchen cabinets, trim, 
hangs the interior doors, paints and finishes the 
walls. 
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“All the materials used in the finish package are in 
special displays in our showroom,” says Butt. “Natu- 
rally, we go all out to sell this finish package because 
it represents the main profit in each sale,” he adds. 


Promotion and Advertising 


“The model homes at the yard and in other loca- 
tions brought in an estimated 2,000 leads and 800 
sales during the first 18 months they were on dis- 
play,” says Butt. 

The homes are advertised regularly in local news- 
papers. Two-color, explanatory brochures are dis- 
tributed to prospects. The firm also supplys a 30- 
page booklet which gives step-by-step instructions 
for completing the house. 

The Financing Plans 

Financing for sales to do-it-yourself customers is 
arranged by the Omart Investment Co., Ltd., which is 
owned by Phillips. The down payment for the 836 
special is $100 plus $100 for three years’ insurance 
and closing fees for customers who own their lots. 
For customers who do not own lots, down payments 
in the tracts being developed by Phillips run about 
$190. Monthly payments for the houses are about $45. 

In addition, a separate loan company allows up to 
$750 financing for the extra finishing materials. Cus- 
tomers may buy the finish package for no down pay- 
ment and with 36 months to pay. 

“The unfinished houses do not qualify for an FHA 
home improvement loan,” says Butt. “However, we 
write a similar loan using a 7% discount system and 
then sell the notes to a lending institution. We find a 
ready market for this kind of paper because it car- 
ries a good interest return,” he explains. 

Selling in Tract Areas 

“To sell houses in quantity,” says Butt, “Phillips 
erected six demonstration models at key places in 
Palmdale, Victorville, Apple Valley, Blythe and El 
Centro, Calif. The Phillips Company’s tract salesmen 
used the model houses as sales offices. When we first 
got started, we began getting orders for as many as 
130 houses for individual tracts,” says Butt. 

The houses sold in tracts are also shell houses. The 
basic financing is handled by Phillips through build- 
ing and loan associations or similar agencies. In 
some areas, septic tanks are sold, installed, as part 
of the house package. 

The Delivery System 

The firm uses three semi-trailer trucks for the main 
house packages and two smaller trucks for bathroom 
loads and extra-purchase materials. Trucks are 
loaded at 4 p.m. for overnight deliveries. 

“Delivery costs are charged to the buyers at rail- 
road rates. Over to Palmdale, a distance of about 100 
miles, we charge $50 per house; down to Blythe, 
about 240 miles, it is $100 per house,” says Butt. 
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Double your profit 


with: CELOTEX 


> 


Note the rich, deep texture of Mo. 118 
Sculptured White Celotex Ceiling Tile 
Board. This dramatic, distinctive texture— 
exclusive with Celotex—is a top favorite 
with decorators and homeowners alike! 


Celotex National Advertising Builds Business for YOU 


lo help you really score in °55, Celotex 
hits the new home construction market 
and the “do it yourself” remodeling mar- 
ket with a great new advertising campaign 
Month after month you'll see big, colorful, 
eye-stopping ads — working for you—in 
THE SATURDAY EVENING POST, BETTER 
HOMES & GARDENS, AMERICAN HOME. 


(To obtain more data on advertised products see page 64) 


Make the most of this powerful sales 
help. Tie in by featuring Celotex Ceiling 
Tile Board and other products in the 
famous Celotex line. This smooths the way 
to sales because a third of a century of 
national advertising has created a nation- 
wide preference for the brand name 
Celotex! 
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opportunity 


CEILING TILE BOARD 


1. Sell to homeowners for modernization 


eS oe 
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More for their money —that’s what builders want to 
offer prospects—that’s what homeowners demand 
when they remodel. And you can cash in on these 
demands by featuring Celotex Ceiling Tile Board. 

Specifically designed for use in both new construc- 
tion and remodeling, Celotex Tile Board provides 
distinctive ceiling beauty, p/ws extra insulation that 
helps keep rooms more comfortable the year ‘round. 
It’s a sure cost-cutter, too . . . builds, decorates and 
insulates in one application. Installation is fast and 
simple —snug interlocking joints hide all staples or 
nails. 

Celotex Tile Board goes beautifully with any type 
of wall treatment— wood paneling, paint, wallpaper 
or Celotex Finish Plank. It is equally appropriate for 
either modern or traditional interiors. The various 


for new homes 


shapes, sizes, color and textures can be combined to 
achieve a wide variety of distinctive patterns. 

But remember, only with genuine Celotex Ceiling 
Tile Board can you offer such a wide range of ex- 
clusive colors and textures. The decorator-favored 
Celotex colors —Blue-Green, Sierra Rose and Ripple 
Blend—are styled to harmonize with the latest in 
interior decorating. 

Only Celotex Tile Board is made of strong, tough, 
long Louisiana cane fibers protected against dry rot 
and termites by patented Ferox” Process. 

If you are not already taking full advantage of the 
double profit opportunity that is yours with Celotex 
Ceiling Tile Board, contact your Celotex represent- 
ative now. He will show you samples and give you 
the complete story. 


Builders everywhere praise fast, low-cost application 





Exclusive Joint Design 
Conceals Staples or Nailheads 


Panels are securely interlocked by snug-fitting 
type ““E” joint. Tapered tongue and slightly 
chamfered back of groove edge insure easier, 
quicker joining without forcing or binding. 
Stapler cuts application time up to 50%. 


Wood Starter Strip 
Simplifies Installation 


This wood strip—with edges that 
interlock with Celotex Ceiling Tile 
Board — permits application to be- 
gin at the center of the ceiling area. 
Makes it easier to get perfect align- 
ment and uniform borders Available 


in 4’ lengths. 


Sales come easier when you feature genuine 


CELOTEX 


REG. U.S PAT OFF 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION, 120 SOUTH LA SALLE STREET + CHICAGO 3, ILLINOIS 


(To obtain more data on advertised products see page 64) 








Informal, yet effec- 
tive sales talk, helps sell prod- 
ucts and packages for Wis- 
consin dealer. 


“T heard about the special fenc- 
ing sale on the radio while I was 
out in the barn milking this morn- 
ing,” a customer recently told Bob 
Dane, Jr., of the Dane Lumber Co., 
Beloit, Wis. 

This was added proof that 
through selective programming 
Dane’s tape-recorded radio an- 
nouncements were hitting the right 
audience and paying off in sales. 

“Five years ago we decided that 
radio could best blanket this trad- 
ing area and fill in the gaps our 
newspaper ads couldn’t cover,” 
Dane added. “Our yards serve the 
two-state Rock River valley be- 
tween Janesville, Wis., and Rock- 
ford, Ill., a composite industrial, 
residential and farm market.” 


Programs Have Personality 

Through Dane’s voice—tape-re- 
corded at the firm’s Beloit yard 
the announcements have developed 
a personality of their own. No pre- 
pared script is used. Brief rehear- 
sals establish a general line of dis- 
cussion. Dane talks products with 
other members of the firm. 

Radio programs have been taped 
to cover practically every item in 
the yard—jalousie windows, paint, 
fencing, perforated hardboard, 





Dane's Regular 
Radio Schedule 


Dane Lumber Company's five 
one-minute radio announce- 
ments are scheduled to cover 
a cross section of the city and 


farm audience in the Rock 

River valley. Approximately 78,- 

000 households own radios in 

the 25-mile radius covered by 

the Beloit station. Dane broad- 

casts every day except Sunda 

at the following times to tenek 

specific audiences: 

6:15 a.m.—Farmers and fac- 
tory workers 

8:35 a.m.—Housewives, busi- 
ness and profes- 
sional men 

11:05 a.m.—Housewives 

12:45 p.m—Farm and city 
families 

5:05 p.m.—Men home from 
work and families 











TAPE RECORDINGS of spot announcements for radio broadcasts are made at 
the Dane Lumber Co. office. Bob Dane, Jr., is at the microphone. 


packaged garages, combination 
doors, economy homes and general 
building materials. 

The announcements are tape- 
recorded at Dane’s Beloit yard at 
about two-week intervals. It takes 
about an hour to record three one- 
minute spot announcements. Later, 
at the radio station, the tape re- 
cordings are transcribed on rec- 
ords for broadcast. 


Fifth Year on the Air 

Coordinated radio and newspa- 
per advertising have become a part 
of Dane’s promotion campaign. 
Early this year he renewed his 
contract with station WBEL in 
Beloit for his fifth consecutive 
year of radio advertising. WBEL 
is ideally situated between Rock- 
ford and Janesville and covers the 
10 counties served by the Dane 
yards. 


November 29, 


“We concentrate on only one 
product in each recording,” Dane 
said. “We tell the listener how he 
can get the most out of what we’re 
selling. 

“We sell our yards as the ones 
with the best service and mate- 
rials. Good service isn’t accidental. 
With these yard recording sessions 
our staff knows what our advertis- 
ing prograra is and what we’re 
selling. 

Features One Item 

“During the past five years we 
have learned a lot—and we’re still 
learning. We found it took about 
six months before radio spots 
started to pay off. 

“Each announcement should sell 
one specific item. If you try to sell 
too many items, you weaken the 
sales pitch.” 
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Northern Woods have been recognized for high quality and dependable performance for 
over half a century. Today the mills of the Northern region are better prepared than ever 
to serve you with well-manufactured, accurately graded lumber and lumber products of 


these quality hardwoods. Consult the firms on this page for your requirements in Northern 
Woods. 


Mortons Hardwoods, Hard Maple » Specialty. Hemlock, White Pine. Roddis Lumber & Veneer Co. 

Medern Dry Kitns. Facilifies fer Surfacing, Resawing, etc. Roddis Lbr. & Veneer Co., Ltd.. Sous aad 
Complete stock N. Hdwds., Hemlock, "Coder Brody 
Birch, Fig. Hdwd. Ven‘r'd Doors. af ee Dry ‘ai 


Cadillac-Soo Lumber Co. . . . Sault Ste. Marie, Mich. “Roddis Plywood Corporation . Marshfield be Park Falls, Wis. 
Mich. 


*Abbott Fox Lumber Co. . . . . tron Mountain, Mich. *+Ahonen LumberGo. . . . » + + + (ronwood, Mich. 


Manufacturers and Concentrators of Hardwoods, Semtoets and White ‘in Plani Mill 
Pine. Planing Mills. Dry Northern Hardwoods, Hemlock, White Pine, Spruce. janing 


—Modern Dry Kilns. “AAA” brand MFMA Hardwood Flooring. 
Hardwood and Softwood Pallets. 


*+Holt Hardwood Co. . . . « . « + + Oconto, Wis, “Copeland lumber Co. . . =... «Chicago, Ill. 


Maple, Birch, Beech, Oak Flooring. Strip, Assembled Block, Mills — tte and Cusino, an 
Hamibabons, Peary tree al Wee nie? Der” Penton oe ae a hee 


*+J, W. Wells Lumber Co. . . . . « Menominee, Mich, “C. M. Christiansen C0, ess uals, Wis. 


An outstanding Wisconsin lumber manufacturer — Hardwood, White 
Hard ~—_ and Oak Flooring. pulp, Herringbone, Block patterns. Pine, Hemlock and Cedar Products. 
Custom kiln drying. Upper wate! ard Maple and Birch lumber, 

roug 


“Wm. Bonifas Lumber CO. ( rorctillt “tien, ) dene, Neenah, Wis. 
ney eitne eport Saliwerk Pine 
Edward Hines Lumbe; Ay a . Chicago, Ill. 
Mill at Be ~ bey me . 
en, 5 — Wes ‘Planing Ball ond Se die Goodman Lumber Company . . . . Goodman, Wis. 


Northern Hardwoods, Hemieck, White Pine, Basswood, 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“Bochm-Madisen Lumber Co. . . . Milwaukee 3, Wis, Michigan Pole & Tie Go... .‘Newherry, Mich. 


ood Lumber. Old Faithful Hemlock. NORTHERN 
Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. ts kiln totes Eyes 
dried hardwoods from stock at Thienvilie, Wen Wats vem, Soe Oy te Pelee Se 


tMember Maple Flooring Mfrs. Assn. ¢Member Northern Hemlock &@ Hardwood Mire. Assn. 
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Save Time and Money with 


Communications Equipment 


Properly installed communication systems save time, im- 
prove customer service, cut telephone bills and tighten inventory 
control. Here’s the latest on this important subject. 


To an increasing degree in re- 
cent years, lumber and building 
material dealers have been making 
profitable use of intercommunica- 
tion systems for their business 
operations. Sales figures show that 
lumberyards have led all other 
forms of retail business in the ex- 
tensive use of internal communi- 
cations. 

But many dealers who have not 
had the opportunity to see inter- 
com at work in a building products 
firm, understandably wonder “How 
will these systems help me?” To 
find out, and to guide the inter- 
ested dealer in gauging his own 
communication requirements, this 
article brings together factual in- 
formation from many sources. 

Before examining the uses of 
these systems, a description of the 
type of equipment in use at most 
lumberyards will prove informa- 
tive. The intercom systems found 
in the lumberyard are almost ex- 
clusively of the electronic type. 
These instruments use an elec- 
tronic amplifier containing tubes 
and loudspeakers. They can broad- 
cast a message over a large scat- 
tered area and can receive replies 
from a considerable distance. 


Planning the System 


Typically, in a medium-sized 
retail lumber yard employing in- 
tercom, the “master” stations will 
be located at the selling counter 
and at one of the office locations. 
Remote-type or “staff” stations 
will be located in the yard, sheds, 
warehouses, mill and indoor loca- 
tions on the premises. Outdoors 
and for large indoor locations, the 
staff stations are general’y of the 
trumpet type. 

Operation is relatively simple. 
You push a button or switch on 
the master station identifying the 
station you want to call and your 
voice is carried to that location— 
amplified electronically. Your man 
answers from the fork lift or from 
his spot in the shed without leav- 
ing his work. To call you at the 
master, he presses a cal! button at 
his nearest station. 

To page roving personnel for an 


26 


outside phone call or information 
you need, you press a button on the 
master marked “page.” Your voice 
is then carried to every station in 
the system. 

Reduces Lost Time 


Benefits of intercom vary from 
yard to yard, of course. But gen- 
erally speaking they cut across 
several lines: sales, customer serv- 
ice, control, inventory. 

First and foremost, intercom- 
munication serves to reduce meas- 
urably the amount of time the 
dealer and his employes spend 
walking to secure information they 
need. In a large yard, for instance, 
the trip from the cement shed to 
the office and back to the shed, 
with attendant social chats along 
the way, may take 10 minutes. 

Orders must be picked up and 
relayed to the yard; information 
on the availability of stock, 
changes in orders, shipping in- 
structions, instructions to the mill 
foreman—all of these must be re- 
layed back and forth scores of 
times each day. 

By multiplying this non-produc- 
tive walking time by his labor 
rates, the dealer can quickly meas- 
ure his weekly loss in dollars and 
cents. With weekly payroll the 
largest single item of dealer’s op- 
erating expense, the reduction of 
lost time is certainly sound man- 
agement practice. 


Controls Yard 


Less of a measurable benefit, 
but an important one to consider 
is the degree of control intercom- 
munication provides over yard 
operations. Yardmen or drivers 
can push a button and call the 
office when they don’t understand 
instructions. The office can call 
the driveway or the yard to find 
out if a truck has been loaded. 

In building product firms doing 
a large “cash and carry” business, 
intercom may be used to speed up 
the assembly of smaller orders. 
While the customer is at the count- 
er or sales desk, his order is re- 
layed to the yard over the inter- 
com. The customer can then go 
into the yard or pickup area and 


receive his goods. Small orders are 
processed faster and customer 
gets quicker service. 

When customers go out to the 
yard to select their merchandise, 
the order is relayed from the yard 
to the cashier over the intercom. 
Additions to orders already writ- 
ten up are handled in the same 
manner. 

At a Toledo yard, the intercom 
station, furnished with a handset 
for confidential use, is employed at 
the sales counter to check credit. 
This same station is used to get 
invoice information when a charge 
customer comes in personally to 
pay his bills. 

At other yards reported on, 
salesmen use their intercom sta- 
tions to get immediate stock, price 
and delivery information when 
they sit down with the customer to 
“figure” a job. No time is wasted 
in walking and the customer re- 
ceives faster, more convenient 
service. 

In addition, “control,” such as 
provided by intercom, permits sell- 
ing personnel more time to sell, 
without forcing them to spend part 
of their time out on the grounds 
checking on orders or securing in- 
formation needed for a customer. 
Better customer service is the 
result. 


“Super” Telephone Service 


Along with the selling benefits 
provided by an intercom system, 
a very important factor to be con- 
sidered is the improved telephone 
service to customers which such 
systems make possible. Merchan- 
dising-minded dealers are today 
more than ever aware of the value 
of good “telephone sell.” It’s im- 
portant to the dealer that he make 
the most of inquiries from cus- 
tomers and from newspaper, or 
phone book advertising. 

When telephone inquiries come 
in requiring information not im- 
mediately available, the usual pro- 
cedure at yards not making use of 
intercom is to beg the prospect’s 
patience and tell him “We’ll call 
you back with that information in 

(continued on page 28) 
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TYPICAL INTERCOM LAYOUT. Mas- 
ter stations can call all stations indi- 
vidually or simultaneously. Staff sta- 
tions can call the masters For 
maximum benefits the system should 


be planned carefully to suit the re- 
quirements of the individual yard. —— 
aTions 


] tograph urtesy Executone, Ir 


COUNTER MASTER 


SHIPPING foreman in the Bregman 
and Lehrer yard is called by the office 
and he can answer immediately. Trum- 
pet “staff” or remote stations carry 
calls 100 feet or more. Strategic loca- 
tion of these stations is important for 
the best operation of the system. 


PHONE CALLS are han- 
dled efficiently when an 
intercom is used to locate 
personnel. Master station, 
above, at Bregman and 
Lehrer, Newark, N. J., can 
originate calls to partners’ 
offices, salesroom, yard, 
mill shop, glazing shop, 
yard office 


OFFICE MASTER 


KEY PERSONNEL keep in touch with 
the counter, offices and warehouse with 
a good intercom system. Above, instal- 
lation in the basement display and 
salesroom at Bregman and Lehrer. 


Remote | 
Stations 


INVENTORY in the ware- ‘ 

house is quickly checked ° ~ a 

with the system while the 7 Mt aaa Ci. 

customer is still on the 1 2 R 

phone. Salesman, above, at 

the Steinboro Lumber Co., MILL at Bregman and Lehrer can 
Springfield, L.I., New York, . originate calls on their staff station to 
can call any area on the the office. Calls are originated by 
premises by pushing a but- f pressing a button. Replies can be made 
ton. Remote locations can without approaching or touching the 
reply without leaving their unit. Special equipment is available to 
work operate where the noise level is high. 
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just a few minutes.” 

A procedure like this is entirely 
unnecessary in the yard making 
good use of their intercom system. 
Here, the use of two instruments 
simultaneously—the telephone and 
the intercom master—permits the 
salesman to give the phone in- 
quirer all the information he needs 
immediately. He tells the cus- 
tomer, “I'll check that right now 
for you, sir,” and pushes the but- 
ton on his intercom unit. An im- 
mediate reply comes back from the 
yard, shed, cashier, or mill office 
through the intercom station. 

In addition to this convenience, 
the fact that all internal calls are 
handled by the intercom system, 
and taken off the telephones, 


serves to free phone extensions for 
outside calls. Customers do not 
have to be told that the party they 
want is busy. 


Cuts Phone Bill 


Savings in telephone bills gen- 
erally result from the installation 
of intercommunicating systems 
also. Because the intercom per- 
mits a salesman or yardman to get 
stock or delivery information for 
the customer while the customer 
is on the phone, the number of 
times sales personnel must call the 
customer back with the informa- 
tion is drastically reduced. A New 
York yard recently reported a 
savings of $60 per month in their 





That's why Rose- 
burg Lumber and 
Plywood give 
greater satisfaction 
and dealer sales. 
When you order from Rose- 
burg you receive old growth 
timber from the nation’s 
largest virgin stand in Doug- 
las County, Oregon. Rose- 


phone bill after installing an inter- 
com system. 


Inventory Control 


With the increase in one-stop 
shopping, the expansion of deal- 
er’s lines into home improvement 
and do-it-yourself merchandise, 
specialties, appliances, etc., inven- 
tory control—speedy, inexpensive- 
ly acquired stock information— 
becomes of major importance. 

Most dealers using intercommu- 
nication have found their systems 
a quick, fairly efficient and inex- 
pensive method of controlling 
stock. The intercom units provide 
an effective way of spot checking, 
and of reporting low stock and re- 
order information to the office 
from yard, sheds, warehouse and 
counter. 

Dealers seem to be doing this 
as they go along. But some yards 
reported using their intercom sys- 
tems for a periodical check at a 
pre-established time. One large 
consumer and supermarket type 
of operation takes a daily check of 
all departments and relays low 
stock information to the stock 
clerk in the warehouse. Here, 
where impulse merchandising is 
the key to extra sales, the intercom 
system keeps bins and counters 
full. 


What to Look for When Buying 


There is variation in price as 
well as operating efficiency among 
the intercom systems to be found 
on the market. 

Packaged systems, consisting of 
a master and four or five remote 
stations, plus a length of cable, 
are available from electronics and 
radio parts dealers in some areas. 
But since these are not planned 
specifically for the dealer’s needs, 
the chances of a packaged system 
doing as effective a job are less. 
The success of the intercom system 
depends on intelligently planned 
and laid-out acoustical coverage. 

Perhaps the best approach then 
is to look up local suppliers under 


burg’s new, modern plants carefully manu- 
facture and kiln dry this fine raw material 
into first-quality building items and ply- 
wood of every type, size and grade. 
ORDER FROM YOUR NEAREST ROSEBURG 
WHOLESALER OR JOBBER 


(If you don't have his name and address handy, 
clip and mail us the coupon below.) 


“Intercommunications Systems” in 
your classified phone directory. 
Ask the man to come out to your 
place and demonstrate his equip- 
ment under your operating condi- 
tions. He will at the same time be 
able to look over your yard and 
survey your particular communi- 
cation needs. He then can furnish 
you with a system, which, while 
made up of standard units, is 
suited to your individual require- 
ments. 

One other point to look for: 
once intercom has become an in- 
tegral part of your operations, you 
will find it difficult to be without 
it, even for a short period. Make 
sure, therefore, that your supplier 
has facilities for servicing the 
system right on your premises. 


Roseburg Lumber Co., Roseburg, Oregon 


(CD Please send us nome of the neorest ROSEBURG Lumber 
Wholesaler or Jobber 


( Please send us name of the neorest ROSEBURG Plywood 
Whelesaler or Jobber 


re 
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BOTH YOUNG AND OLD are interested in the lending library made available by 
the Broadway Lumber Co., Albuquerque, N. M. Earl Herren, standing, helps a 
couple of lenders find what they want. 


Lending Library Brings in Customers 





BROADWAY LUMBER CO. 


DO - IT - YOURSELF 
LIBRARY 





I ‘iy Li il 
ip y 











vances 
Sawy o> cant Sate, 


to follow instructions for 
Cees Eee - YOURS FREE OF CHARGE ON ond 
LENDING 8. 


BRU AD ee 


LIBRARY SERICE is advertised in the 
newspapers, also on the radio 


Peese 2-627) 
415 Breedwey HE 
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Albuquerque dealer uses radio and newspapers to 


advertise this service. 


New customers and increased 
sales have come to the Broadway 
Lumber Co. of Albuquerque, N. M., 
as a result of its free lending 
library of do-it-yourself books. 

The library includes more than 
75 hard-cover books and several 
hundred magazines and plan port- 
folios on a wide variety of home 
decoration and repair themes. Cus- 
tomers may browse through the 
material by themselves or with the 
help of Les Edmondson, manager, 
and Earl Herren, a salesman who 
is now dubbed “chief librarian.” 


Books never overdue. The cus- 
tomer may take any reasonable 
number of books and maguzines 
home merely by leaving his name, 
address, phone number and list of 
book titles. No borrowing time is 
set, but a gentle reminder is mailed 
after a month elapses. When the 
customer returns with the bor- 
rowed do-it-yourself material, he 
often asks the Broadway Lumber 
staff for help in ordering and cut- 
ting needed materials. 

“No sales pressure is used,” says 
L. M. McCullough, owner of the 


firm. “But when a person visits 
our office twice like this, he usually 
sees the merchandise he needs.” 

The library started very infor- 
mally about a year ago when cus- 
tomers sought help that couldn’t 
be found in the firm’s usual free 
plan and pamphlet service. As re- 
quests came in, Broadway Lumber 
went out and bought the books. 

“We still ask our customers for 
suggestions,” says Herren. “They 
like non-technical books. Plans for 
picnic tables, patio furniture, an 
outdoor storage building, fire- 
places and cupboards are most 
popular in Albuquerque.” 

Advertising brings customers. 
As the library grew, the firm de- 
cided to advertise it in the daily 
newspapers and during a weekly 
sports broadcast. 

“You’d be surprised how many 
folks come and see us for the first 
time as a result of this idea,” com- 
ments Herren. “We put these peo- 
ple on our mailing list, give them 
whatever advice they need and 
soon they are steady customers.” 
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NOW YOU CAN ADVERTISE IN 





reaTuRne 
ver -to-install wood paneling 


for as little a8 *60° 


THIS IS THE AD 14 MILLION READERS WILL SEE! 


There’s still time, but only until December 23rd, to have your name appear where it can 
be seen by a large percentage of good prospects in your sales area who read The Saturday 
Evening Post. Plankweld advertising is regularly appearing in other leading consumer 
magazines as well: Better Homes and Gardens, American Home, House Beautiful, House and 


Garden, Sunset— reaching millions on millions of homeowners to help you make sales! 
The Deadline is December 23rd. Pick up the Phone and Call your W eldwood Sales Representative now! 
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THE SATURDAY EVENING POST! 


(If you act before December 23rd) 


Yes—you can still get in on this profitable Plankweld 
Promotion, and have YOUR NAME in the Post as a source of 
supply. Get the facts today—and get in on the profits! 


YOU IN THE SATURDAY EVENING POST? That’s right! Weldwood is 
shooting the works again with another big, colorful promotion featuring 
Plankweld in the February 26th issue of The Saturday Evening Post. 
Best of all, Weldwood is counting you in by making it possible for you 
to have your name appear in the ad! Your Weldwood sales representa- 
tive will give you all the details, but you must act NOW!—before 
December 23rd! Opening ad will be full page; follow-up ads in half- 
page size—all in full color! 





MEANS MORE HIGH UNIT PROFIT SALES FOR YOU! It’s a grand oppor- 
tunity to make next year’s first quarter high unit profits ZOOM! And 
think of the repeat business! The hard-hitting campaign is aimed to 
sell a raft of high profit Plankweld to the enormous homeowner, 
do-it-yourself, and builder market. If you act fast, the ad can tell 


1. 4. BROWN LumoBER COMPANY 


everybody for miles around that your lumber yard is the place to 


buy Plankweld! 


MEANS EASIER-TO-HANDLE SALES! If you are fed up with penny 

profit sales that break your back, then this big Plankweld promotion is 

made to order for you. Plankweld is attractively pre-packaged and 

represents a clean, off-the-shelf sale at a higher unit sale profit. There’s 

no hunting for stock, no ripping to size, no waste, no fuss, no bother! 

YOUR NAME AND CITY COMPLETE PROMOTION gives you everything you need to boost sales! 

GO HERE When you call your Weldwood sales representative to tell him you 

want to participate, tell him you want the complete Plankweld sales 

; romotional package. It includes free: color reprints of the ad, tie-in 

oanners, envelope stuffers, newspaper mats, and, if you don’t already 
have one, an eye-catching Plankweld display. 

Weldwood sales representatives are standing by to take your call 

at any of the 73 United States Plywood or U.S.-Mengel Plywoods 


° distributing units in principal cities. 
Cacuies h 


—--------------7 


Weldwood PICK UP THE PHONE!. 


PLANKWELD®* Don’t miss out! Your Weldwood sales representative will 
give you all the details in a matter of minutes so that your 
UNITED STATES PLYWOOD CORPORATION name can appear with this big ad, The deadline is Dec. 23rd. 
55 West 44th Street, New York 36, New York 
World’s Largest Plywood Organization GET THE COMPLETE STORY! 


U.S.-Mengel Plywoods, Inc., Louisville, Kentucky 
In Canada, Weldwood Plywood, Ltd., Montreal and Toronto 


a a 
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e GENERAL VIEW of one of the two 
a auditoriums used to house the Detroit 
Do-It-Yourself Show were 183 exhibit- 
. ors used 380 booths to display their 

' hs products. 
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Detroit Hoo-Hoo Purring at Show Results 


Motor city chapter joins Detroit Free 
Press to sponsor highly successful do-it-your- 
self show. Eighteen lumber dealers’ exhibits 
stress home repairs. 


Surpassing even the most optimistic estimates, De- 
troit’s Do-It-Yourself Show closed its nine-day run at 
the State Fairgrounds November 14, with attendance 
figures estimated at well over 100,000. 

The show, co-sponsored by the Detroit chapter of 
Hoo-Hoo and the Detroit Free Press, raised funds for 
Hoo-Hoo’s charitable works and the newspaper’s sum- 
mer camp for underprivileged children. This is the 
first time a Hoo-Hoo chapter has sponsored a show of 
this type. 

Eighteen retail and wholesale building material 
dealers were among the 183 exhibitors participating 
in the show. Largest exhibitor was the Mohawk Lum- 
ber Co., which used 30 of the 380 booths in the show 
to display a packaged garage, home improvements, 
millwork and various do-it-yourself materials. 

darry Smith, president, Mohawk Lumber Co., and 
Paul Hodges, of the Royal Oak Wholesale, both di- 
rectors of the Detroit chapter of Hoo-Hoo, were co- 
chairmen of the show. 


Prospect Lists Compiled 


Besides introducing home handymen to do-it-your- 
self projects and materials, the show also gave par- 
ticipating lumber dealers many leads from home- 
owners interested in home improvements. 


EXPECTANT CROWD jammed the auditorium to hear the 
announcement of the winner of the Detroit Free Press Do-It- 


Yourself Contest. Winning project among the 600 entered 
was a basement remodeling job 
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EVERYONE’S TICKLED, commented 
Donald J. Moe, secretary-manager, 
Michigan Retail Lumber Dealer’s Asso- 
ciation, when describing how Detroit 
Hoo Hoo felt about the show. 


HOME IMPROVEMENTS were stressed by the 18 lumber dealers participating 
in Detroit’s Do-It-Yourself Show. Tom Restrick, secretary-treasurer, Restrick 
Lumber Co., was on hand to point out how homeowners could improve their homes 


themselves 


+ 


or ¥! 


vargon MBER Boag 
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you 00 


COMPACT DISPLAY of the Grace Harbor Lumber Co. showed homeowners how they 
could remodel, add a room or enclose a porch by themselves. 


Visitors filled out 30,000 questionnaires at the Mc- 
Caul Lumber & Coal Co. booth indicating they wanted 
more information about how they could improve their 
homes themselves. Finishing off an attic room headed 
the list, followed closely by recreation rooms, insu- 
lation, garages, plywood paneling and new homes. 


Crowds Enthusiastic 


“We weren’t prepared for such enthusiastic 
crowds,” said Ted Eriksen of the Scheuren-Mok Lum- 
ber Co. “The Monday after the show opened we had 
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people in the yard asking about materials for do-it- 
yourself projects they saw at the show. This is one 
of the best promotions for do-it-yourself ever held in 
Detroit.” 

Originally scheduled to run from 1 to 10 p.m. daily, 
the show’s closing time was extended to 11 p.m. to 
handle the crowds. On closing day, extra cashiers 
were pressed into service to handle the throngs 
streaming through the entrances of the two auditor- 
iums used to house the show. 


(continued on page 66) 
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WA SABERSON 


“LUMBER MUST BE MERCHANDISED” as well as produced, Ray Saberson, director 


of the Merchandising Institute, tells lumber manufacturers. 


panel moderator 


Lumber Manupacturers Urged to 
Step Up Merchandising Program 


Increased publicity for lumber noted at annual meet- 
ing of National Lumber Manufacturers Association in Wash- 


ington, D. C, this month. 


Lumber must be merchandised 
with all the skill used to merchan- 
dise substitute products if it is to 
gain favor in the eyes of the ulti- 
mate user. This warning was 
sounded by several speakers at the 
annual meeting of the board of di- 
rectors of the National Lumber 
Manufacturers Association at the 
Shoreham Hotel, Washington, D.C., 
November 8-10. 

Ray E. Saberson, director of the 
Merchandising Institute, St. Paul, 
Minn., warned manufacturers that 
“for practically every lumber item, 
there is now a substitute.” Al- 
though these substitutes for lum- 
ber are not necessarily better 
products, Mr. Saberson added, they 
are better merchandised. 

“The time has come when lum- 
ber must be merchandised as well 
as merely produced,” added Mr. 
Saberson, who gave the results of 
a survey of 650 retail lumber deal- 
ers in reply to this question: 


Manufacturers Can Help 


“What can the lumber manufac- 
turers do to help you do a better 
job of merchandising lumber?” 

Most of the dealer points may be 
summarized under the following 
six categories: 
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Output must be matched 
against consumer’ buying 
habits. Dealers’ criticism: 
“We have to take a lot of 
items we don’t want to get 
the things we need.” 
Breakdown of distribution 
channels. Direct selling by 
mills has taken lumber out of 
the yard and put it into the 
parking lots via the itinerant 
trucker. 

Grade marking. Dealers do 
not like the policy of mixing 
grades, then asking the price 
of the highest grade. 
Instability of price structure 
with no regard for cost. Er- 
ratic price structure has no 
apparent bearing on cost of 
production. Critics point to 
stable prices of lumber sub- 
stitutes. 

Undependable supply, long 
shipping delays and necessity 
for carrying too large a stock 
of too many items. 
Promotion- — better promo- 
tion needed for lumber as 
lumber. Need same help ac- 
corded manufacturers of 
lumber substitutes to get bus- 
iness away from lumber. 


Robert S. Douglas, left, is 


PUBLICITY EXHIBITS are pointed 
out by Douglas S. Steinburg, director 
of public relations for NLMA, to E. L. 
Douglass, chairman, public relations 
committee, inside right, and Earl 
Houston, chairman, trade promotion 
and building codes committee. 


NLMA’s public relations depart- 
ment headed by Douglas S. Stein- 
berg showed impressive exhibits 
of magazine and newspaper space 
playing up lumber favorably dur- 
ing this past year. Lumber received 
a total of $1,862,420 in free edi- 
torial space on the basis of adver- 

(continued on page 36) 
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Lumber Dealers 
can depend on continuous, 
profitable paint 
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Chi-Namel helps dealers get 
customers: 


@ Special mailings 
m 
ctor's @ Special product “es 
es 
@ House-to-house sa as 
nat i tion @ Novelty Sales stimu 
Se anal aler stationery 
pt caret promotion — oat ee 
fon oa 
@ School Board promo phn oll 
efee i of @ Special Consume’ 


ds 
ewspaper o 
oo” uncements 


@ Color Planning Studio oten 


= Architect's and Contra 


promotion 


GEORGE N. HAIGH, Treas. 
THE NIANTIC LUMBER CO, 
Niantic, Conn. 


— tw. have been handling CHI-NAMEL 

Paints since 1934 and since that date our 

sales and the customers acceptance of 

CHI-NAMEL have increased each year. 

The CHI-NAMEL Paint & Varnish line 

is one on which a retail lumber dealer can depend for a con- 
tinuous and profitable paint business.” 


How much new business does your paint line produce? 

Your paint line is probably a good one, but not all customers ask 
for paint by its brand name. The big question is not how well 
known is your paint line, but rather how many new customers 
does it actually bring into your store. Testimonials from Chi- 
Namel dealers everywhere prove that Chi-Namel’s high quality 
products, promotions and services bring in many new paint 


@ Radio anno © customers... customers who buy other merchandise as well. 


FACTORIES: Minneapolis, Minn., 
Fort Wayne, Ind., Atlanta, Ga 


BRANCHES: Boston, Mass., St. Joseph, 
Mo., Oklahoma City, Okla. 


BuILDING PropucTs MERCHANDISER 


CHI-NAMEL PAINT & VARNISH CO. 


1101 Third St. So., Minneapolis, Minn, 


WRITE FOR 
THE CHI-NAMEL 


STORY Please send me The Chi-Namel Story 
Learn how Chi-Nomel 
is building new paint 

business for its dealers 





does more than just 
sell the idea of 
painting. It brings 
customers directly to 
each Chi-Name! 
dealer's store. 


Address 





City 
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MERCHANDISING 
PROGRAM 


(begins on page 34) 





tising rates for this same space by 
the magazines involved. This is 
more than lumber’s chief compet- 
itor spent for advertising, NLMA 
reported. 


Architect Makes Suggestions 


Speaking on the panel with Mr. 
Saberson were Ralph Walker, ar- 
chitect, Voorhees, Walker, Foley & 
Smith Co., New York City, and Dr. 
Emerson P. Schmidt, economist, 
Chamber of Commerce of the 
United States. 

“Lumber measurements should 
be made to conform to space, 
rather than space to lumber mea- 
surements,” declared architect 
Walker, who suggested that the in- 
dustry investigate ways to increase 
the size and improve the design of 
homes without boosting the cost. 
He also proposed that the industry 
“shake the moths out of lumber 
standards” every five years and de- 
velop a manual for architects 
based on the beauty and inherent 
qualities of wood. He suggested 
that more emphasis should be 
given on fine finishes and the in- 
herent beauty of wood. 


The remodeling market offers a 
tremendous opportunity for wood, 
economist Schmidt told the group. 
Population growths above the av- 
erage have taken place since the 
war in the “outer shell” of the 
United States. The continued sub- 
urban trend is increasing the con- 
struction of new homes, schools, 
commercial building and other 
structures. 

Dr. Schmidt cited the F. W. 
Dodge Corp. estimate for a 5% in- 
crease in total construction activ- 
ity in 1955 with housing starts up 
4% based on Dodge’s survey in the 
territory it serves. 


Editor Offers Advice 


Speaking at the annual luncheon 
meeting, Miss Elizabeth Gordon, 
editor, House Beautiful, urged the 
industry to work on these six 
points, where “you are weak’: 


1. Restyling of moldings, joint 
systems and window and 
door frames. 

Achieving big window open- 
ings without heavy wood 
mullions and muntins or steel 
supporting members. 
Developing better details for 
interior storage walls. 
Showing people how to use 
wood for secondary buildings 

wind breaks, fences and 
garden houses. 


Developing structural lum- 
ber of sufficiently good finish 
to give good appearance 
when exposed. 
Encouraging fresh 
wood materials. 


NLMA directors voted to expand 
the association’s public relations 
program. Judd Greenman, Ver- 
nonia, Ore., was elected NLMA 
president for 1955, succeeding 
James R. Bemis, Prescott, Ark. L. 
D. Kellogg, president, L. D. Kel- 
logg Lumber Co., Inc., Alexandria, 
La., was elected first vice-presi- 
dent. 


uses of 


Dealer Pointer 





L EVERY WIGHT 
5 Al XMAS 


y 


Sign Announces 
Christmas Shopping Hours 


This sign over the entrance of 
the Bader Corporation’s showroom 
in Gary, Ind., tells customers they 
are open every night ’til Christ- 
mas. 
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EXCELLENT 
MILLWORK 


COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED 
IN MODERN KILNS 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 


Flooring. The result 


is more satisfied 


customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


Papert. Omit FLOORING COMPANY 


(To obtain more data on advertised products see page 64) 


November 


9 


NOFMA 
GRADED 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments. 


Phone 31 


Mountain View, Mo 
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Highest Quality BUTTS 


Lowest Prices! 


Button Tips 


wg Compare... 
your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


PRICE (NET) 
PER PAIR 


$ .37 


FINISH PER BOX 
Brass Plated, Loose 1 Pr. with 
Pin, Ball Tip Butts. screws. 
Brass Plated, Loose 1 Pr. with 
Pin, Ball Tip Butts. screws. 


Prime Coated, Loose 1 Pr. with 
Pin, Button Tip Butts. screws. 
Nickel Plated, Loose | Pr. with 
Pin, Button Tip Butts. screws. 


Brass Plated, Loose | Pr. with 
Pin, Ball Tip Butts. screws. 


Prime Coated, Loose 1 Pr. with 

Pin, Button Tip Butts. screws. 

Brass Plated, Loose Pin, | Pr. with 
Button Tip, TEMPLATE. screws, '/.M-'/,W 


Nickel Plated, Loose 1 Pr. with 
Pin, Button Tip Butts screws 


Zinc Plated, Tight 6 Pr, with 
Pin, Rivetted. screws. 


Zinc Plated, Tight 6 Pr, with 
Pin, Rivetted. screws. 


ALL BUTTS PACKED 100 PAIRS TO A WOOD CASE 


MAIL OR PHONE YOUR ORDERS TODAY! 


Mawstectwred Abroed tor 





























2\/," 7 21/2" 
wy x 7 











All Prices MET, FO. 8. Mew York 


SEWARD HARDWARE & METALS CO. 


Knickerbocker Station, Box No. 103, New York, WN. Y. 








“WEDGE-RITE” 
OVERHEAD “vccr SETS 


WAYS 


) Offset Track 
. Graduated Hinges 
;: Fane Setvenined 


BETTER! 


4. All Stenderd 
Single & 2-Car 
Sizes 


5. Amazing Low Prices 


=> 0 $ 


There’s a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from &’x6’6” to 
9x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial 


sizes range from 9’x9 to 20’x12’... for all doors 136” 
or 1%" thick. 


Superior “WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload jots 
in stock sizes. Kiln dried, Dougles Fir, dowel 
construction. Lowest prices! 








WRITE FOR FULL INFORMATION 
AND PRICES! 





tw DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 


BUILDING PropucTs MERCHANDISER 





BIGGER... BETTER. . . BUSIER! 


That’s the story of the 1955 NAHB Convention-Exposition, 
where you'll see more exhibits ... examine more new products 

. exchange more new ideas that you can use to boost your 
business next year. 


NAHB’s 11th annual Convention and Exposition will be the 
building industry's biggest show, offering money-making ideas 
for everyone. Whether you’re an NAHB member or not — you 
belong at this great show! 


OVER 500 EXHIBITS... 


everything in building materials and home equipment . . . 
scores of brand new products, hundreds of improved “standards” 
will be displayed by leading manufacturers, 


TALKS... DISCUSSIONS... DEMONSTRATIONS 
by experts in every field, including sales, merchandising, remodel. 


ing, new building ideas. Dozens of special events geared to 
your interests! 


GET BUSY—REGISTER NOW! 

Hotel reservations must be in by December 15! If you are an NAHB 
member, register through your local chapter, If you're not a 
member, register in advance and make hotel reservations through 
Convention Headquarters. Advance registra‘ion ($15 for men, 
$10 for women) must be sent with hotel reservation request, Make 
checks payable to National Association of Home Builders, 
Please show name, address, business classifica- 
tion and date of arrival for each person in- 
cluded in your request. Do it today! 


Natrona! Association 
WOME BUILDERS 


4nnm 


NATIONAL ASSOCIATION OF HOME BUILDERS 
Convention & Exposition Headquarters 
111 W. Jackson Bivd., Chicago 4, Ill. 
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PIERCETON LUMBER COM.- 
PANY’s new store, which was 
recently opened as part of the 
yard’s expansion program. 


New Store Makes It Easy for Customers to Buy 


Pierceton Lumber Company’s store is planned so the 
do-it-yourself customer can quickly select his building needs 


from island-type display fixtures. 


Making it easy for the customer 
to buy is the objective of the new 
retail store recently built by the 
Pierceton Lumber Co., as part of 
its expansion program. Every ef- 
fort has been made in planning the 
store to anticipate the customer’s 
wants. 

Located four blocks from the 
main shopping district of Pierce- 
ton, Ind., 50 miles west of Fort 
Wayne, the yard is conveniently 
located so farmers can buy build- 
ing materials while their wives 
are shopping downtown. 

The store is planned to offer 
one-stop building materials shop- 
ping service to the customer. All 
hardware and building specialties 
are in plain sight so a customer 
won't have any difficulty locating 
what he wants. This high visibil- 
ity of merchandise also leads to 
increased impulse sales. 

“No matter what a man wants 


BLACKBOARD over billing counter is 
used to promote seasonal and special 
items. 
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to build, whether it’s a bird house 
or a home,” says Maynard Spann, 
owner of the firm, “we can supply 
him with the materials and a 
working pattern, if he doesn’t al- 
ready have one.” 

A display stand containing an 
assortment of working patterns of 
various do-it-yourself projects is 
prominently displayed at the end 
of the main store aisle so a cus- 
tomer can’t miss it. 

A comfortable room, furnished 
with a large table, chairs and 
building materials samples serves 
as a conference room and home 
planning center at the back of the 
store. 


The Golden Rule Yard 
Conscious of the growing do-it- 
yourself movement, Spann makes a 
special effort to advise customers 
on product uses and application. 
“A woman buying a can of paint 


a ‘/ 


and some sandpaper to finish a 
chair,” Spann says, “may someday 
want to build a house. And build- 
ing good will is the most impor- 
tant part of a lumber dealer’s 
job.” 

Mr. and Mrs. Spann, who run 
the yard together, feel the com- 
pany slogan, “The Golden Rule 
Yard,” is the secret of their steady 
growth. 

“We believe in strictly following 
the golden rule in our business,” 
says Mrs. Spann, “not just using 
it as a slogan.” 


Bills Best Advertising Medium 

In addition to regular ads in the 
weekly newspaper, the company 
has presented the local library 
with several books which are writ- 
ten to help the beginner with any 
building or remodeling problem. 

Mrs. Spann feels that the store’s 
most productive advertising is ac- 
complished with enclosures in the 
monthly statements mailed by the 
yard. Leaflets, booklets, folders 
and other timely pieces of manu- 
facturers’ literature have proved 
helpful in direct mail promotion. 


ISLAND DISPLAY FIXTURES, mounted on casters, make it easy to rearrange 
displays to give the store a fresh appearance. 
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McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co. 
McCloud, Calif. 


eee 


Quality ' 


WESTERN - ie 
Te] 3a’ 1010) 8) PONDEROSA PINE 
SUGAR (Genuine White) PINE 


DOUGLAS FIR, WHITE FIR 








For Your 


FREE 


» Write for WG-20 


Shows complete plans on how to build display and 
storage racks that sell window glass. 


Libbey-Owens:Ford 
Glass Company 


Dept. 65114 — 608 Madison Ave., Toledo 3, Ohio 
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Ole Gm Oni 
SELL with Pride! 


WINDOW 


= Repellent Treated 











St Sold Exclusively 
Se Through 
Soc: Lumber Dealers 








May be Glazed 
with 
* WINDOW GLASS, 
PLATE GLASS 





: or 
THERMOPANE ® 


im EASY TO LOCK 


wooD WINDOWS WOMEN WANT! 
Finest Awning Window Made 


WOOoDCO S 
\_ ay 
E-Zee'= 
WwOoOoD AWNING 
WINDOW HARDWARE 


HAILED BY BUILDERS, ARCHITECTS 
and HOMEOWNERS 


NOTHING TO ADJUST — NOTHING TO 
oer OUT OF ADJUSTMENT 





WOoDCco F Follows a strict 
JOBBER-DEALER POLICY 
The alert Dealer will recognize the 
great advantage of displaying 
WOODCO Floor Stands — 
Bn. Help MAKE the SALE! 











WRITE or CALL FOR COMPLETE INFORMATION 


WOODCO_ eel a cel) Baker. 


JA D 


GENERAL W 4 BERGEN. N J 


3590 N.W. 71st STREET MIAMI 47, FLORIDA 


Phones: 64-3219, 64-3417 
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AMAZING 
PULLMAN 


Powerful 
Pigmy 


with rust-proof 
stainless steel 


spring 








World's 
gmallest 
true 


Set of 4 weighs 
only 12 oz 


counter 
halance 
tor double), 


hang 
windows 





Position of balance 
installed in sash 








Sash morticed . . . no head 
or side room needed 


Lowest-priced true counterbalance 
on the market—plus extra saving of 
installation time, shipping and han- 
dling costs. Pullman's Powerful 
Pigmy utilizes the revolutionary 
constant-load negative spring. No 
moving parts—nothing to go out of 
adjustment. Spring and all exposed 
portion is rustproof nickel-bearing 
steel. Write for full details. 


A UIAANYAIN 


MANUFACTURING CORPORATION 
5 HOLLENBECK STREET 
! NEW YORK 
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By O. V. Wallin 
Certified Public Accountant 


The Small Business Administra- 
tion was established by the Small 
Business Act of 1953. It was cre- 
ated for the sole purpose of advis- 
ing, counselling, assisting and pro- 
tecting small business enterprises. 
It is not limited to defense contrac- 
tors alone as were its predecessors, 
the Smaller War Plants Corpora- 
tion, during World War II, and the 
Small Defense Plants Administra- 
tion. The SBA has also been as- 
signed functions similar to those 
formerly performed by the Recon- 
struction Finance Corporation in 
granting business loans, with the 
important distinctions that their 
loans are limited to $150,000, and 
that they may be made only to 
so-called “small business.” If a 
firm is in doubt as to whether or 
not it would qualify as a “small 
business,” it should consult the 
SBA regional office in its area. 

A business man operating a 
small firm needing credit should 
first apply to his bank. If the bank 
is unable to extend the credit as a 
bank loan, the banker may be able 
to make the loan by sharing it 
with SBA. In this case, the par- 
ticipation by SBA may be on an 
immediate basis if a deferred basis 
is not available. In both types of 
participation agreements, the ap- 
plicant generally receives dis- 
bursements of the authorized loans 
from the bank and makes repay- 
ments to the bank. If the bank will 


About the Author 


O. V. Wallin has 
been actively 
identified with ac- 
counting and 
management 

roblems in the 
umber industry 
for the last 25 
years. He is the 
resident partner 
of Wolf and Com- 
pany at Philadel- 
phia. 


not make a loan, either directly or 
in participation with SBA, the 
business man may then apply for 
the loan directly to the SBA re- 
gional office serving his territory. 
Proof that the credit is not avail- 
able from private sources should 
accompany the application. This 
is usually in the form of letters 
from the financial institutions con- 
tacted. 


If a bank or other financial in- 
stitution will make a loan condi- 
tioned on SBA purchasing a de- 
ferred participation, the applicant 
need not make any application 
directly to SBA. Instead, he files 
with the bank its regular applica- 
tion form and supporting details 
and the bank then applies to SBA 
for the participation agreement. 
If approved, the bank grants the 
loan and handles all of the details. 
The SBA acts in the capacity of an 
insurer of an agreed percentage 
for which they receive an annual 
fee from the participating bank 
on the amount they insure. The 
fees are designed to encourage 
maximum participation by the 
lending institution and conse- 
quently they increase as the per- 
centage of the loan insured in- 
creases, as follows: 


Per Annum Percentage of 
Fee SBA Participation 


1 &% Up to and including 50% 
14% 51% to and including 75% 
2 % 76% to and including 90% 


It is apparent from the above 
that the yield to the bank on a 6% 
loan ranges from about 4% to 
5%, less cost of handling, depend- 
ing upon the percentage SBA in- 
sures. 

If the bank agrees to make the 
loan conditioned on SBA purchas- 
ing an immediate participation or, 
if the bank is unable to make the 
loan on any basis and a direct loan 
is desired from SBA, the applicant 
must file an application on SBA 
Form 4 at the SBA regional office 
serving his territory. 
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new! it’s textured! It’s a business-builder! 


MASONITE RIDGEWOOD 


Recommend 
MASONITE RIDGEWOOD for: 


e Lap siding 

e Panel siding 

¢ Shingle siding 

e Interior paneling 
© Built-ins 


3UILDING PrRoDUCTS MERCHANDISER 


Here’s a wide-open selling opportunity 

for you! It’s Masonite Ridgewood, the all wood 

tempered hardboard with a combed effect, textured surface. 

This new member of the famous Presdwood” family offers all 

the advantages of Masonite 14” Siding...plus a handsome ridge pattern 

that more and more architects, builders aad home buyers are looking 

for. Thoroughly tested in actual use. Comes in convenient sizes for lap 
siding, panel siding and shingles. 

Ridgewood can be used inside the home, too. In sliding doors, built-ins, 

cabinets, wall paneling, and in hobby work. Can be given decorative 

tone-on-tone finishes. 


Your Masonite man has the details. Or write us for prices and sizes. 


NATURALLY STRONGER WITH LIGNIN 


MASONITE’ 


Wome) OR PORATION 
Dept. AL-1129, Box 171, Chicago 90, Hil, 


"Masonite significes that Masonite Corporation is the source of the product 
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YOUR AD OF THE WEEK 





ADservice 


No. 23 of a Series 


ADVERTISE TOOLS THROUGHOUT YEAR 


Hand and power tools will be allotted a very im- 
portant share of many lumber dealer ad budgets for 
December and throughout the year ahead. 


The spectacular growth of do-it-yourself has 
broadened tool sales opportunities to a point un- 
dreamed of a few years ago. More and more dealers 
are expanding or setting up new departments to at- 
tract the business being stimulated by manufactur- 
ers’ advertising, newspaper and magazine features, 
do-it-yourself exhibits, etc. 


Like paint and paint brushes, tools and building 
material are “companion items”; the customer who 
buys one is a prospect for the other. Thus your pro- 
motion has twofold opportunity to pay returns. 


Good display is vital not only at Christmas time, 
but all year long. In the case of power tools, demon- 
stration is equally important an almost irresistible 
attraction to prospects. Announce a schdule of dem- 
onstrations in your ads, in windows, and throughout 
the store. 


Your advertising, too, should be a year ’round plan 
ranging from one or two mats in your multi-item 
ads to 100% too ads such as shown at right. 


ADservice offers a wide selection of mats to illus- 
trate your tool advertising. These mats are immedi- 
ately available. Just send for the ADservice book 
(use coupon below), select mats wanted, and we'll 
rush them to you in time for your Christmas ads. 


SEE OTHER CHRISTMAS 
AD SUGGESTIONS IN 
THIS FREE BOOK 


Send coupon below for your copy 
of ADservice book — showing 
254 mat illustrations, plus ideas, 
copy suggestions, and layouts 
for year ’round campaign. 





(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book 











All mats in these suggested 3-col. ads are available 
from ADservice. Your newspaper will set type. Same 
mats can be used in smaller or larger ads. 


NATIIDI 
) CNATURI 


with famous (BRAND) 


POWER TOOLS 


from (YOUR NAME) 























{ 
{ 
/ 
J 


YOUR NAME _ 





-— 
aS) 





PERFECT GIFTS for Christmas 
and 4 lifetime of use! 


Z_ QUALITY TOOLS: 

















YOUR NAME 
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YOUR PROFIT-MAKING FORUM e 


Five-Star Promotion 


Here’s a grand way to make your yard stand out 
from competitors—get a whale of a lot of free pub- 
licity—and make many an extra sale! 

Most people get a terrific bang out of seeing other 
people’s homes—pay out plenty of folding money 
every year to go on tours of inspection to private 
homes. Particularly when it benefits one of the favor- 
ite local charities. So start now, lining up half a 
dozen of the finest basement remodeling jobs you 
have recently completed and plan a benefit inspection 
tour! 

You'll find it’s easier to arrange than you think. 
First, because many home owners feel honored at the 
chance to show off their homes, are eager to cooperate 
when they know that it is to help a popular local 
charity. Many are also secretly delighted at this 
chance to receive a bit of personal publicity. 

Selling tickets is a pushover. You can always count 
on the benefiting charity to go all-out on publicity 
and sell tickets of admission to families for miles 
around. Also, in your announcement ads and your 
own press releases, be sure to mention that tickets 
can be obtained at your showroom, too. A good way 
to bring people in and land some extra publicity as 
well. 

Here are five big ways this promotion can benefit 
you! First, it gives you a marvelous opportunity to 
show off six of your best basement remodeling jobs. 
Second, it will make your yard stand out from every 
competitor in town. Third, strange but true—it is a 
fact that paid admissions often bring in larger 
crowds than free showings! Best of all, you can be 
sure they are genuinely interested prospects. 

Fourth, because of your charity tie-in and the nov- 
elty of a basement recreation room show, this promo- 
tion can net you maximum publicity, including pic- 
tures. And maximum word-of-mouth publicity—the 
most valuable kind you can get. Fifth, it will give 
you an unusual opportunity to sell and uncover many 
new leads at low cost. : 


Perfect Set-up 


Here’s how to make your show pay off the most. 
The more varied your basement remodeling jobs are, 
in color, design, purpose and materials, the greater 
public interest will be. And the greater your chance 
to sell visiting prospects. So start off by choosing six 
of your best jobs that contrast sharply from one an- 
other in ideas, atmosphere and detail. Next, arrange 
to have them open for inspection on a Saturday after. 
noon when Dad and Mother can both come, bring the 
kids and make it a family party. : 

Most important, plan to have a reception desk at 
the first house on your tour and invite each guest 
to register. In this way you can build up a good 
prospect list. Also, at each house have one of your 
best salesmen act as host, to explain the most inter- 
esting features about each job and hand out free 
plan books. 

Another good idea... have the business card of 
each salesman-host stapled on the front of his free 
plan books, preferably at the top of the cover. 


By Norm Advertising, Inc. 
New York, N. Y. 
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Spe 
Maximum Afttracting-Power 


To pack maximum excitement and come-on into 
your advance newspaper publicity and window dis- 
play posters, give each hobby and recreation room 
on your tour a provocative name. For example, a 
cellar remodeled especially for Dad’s pet hobbies 
might be called the Tinker ’N Putter Room, or His 
Majesty’s Workshop. Another, remodeled especially 
for teen-age fun, might be called the Jive-and-Jump 
Room or Swing Your Partner. 

More good ideas: If your showing includes an 
ultra-modern job with striking use of color, line and 
texture—with ultra-modern furniture—call it Per- 
sonality Plus. A cellar TV and game room for all- 
around family fun might be named Happy Days. An- 
other with a particularly super snack bar might be 
christened Chef’s Delight or Chef’s Heaven. 

For added human interest and extra sales-appeal, 
be sure to include one job in your tour planned for 
the enjoyment of older, retired people. For instance, 
you might call this one Grandpa’s Corner. 

Admission tickets should be headlined, Hobby and 
Game Room Tour, and directly underneath in smaller 
print add, for the Benefit of the Hartsdale Hospital. 
Below this heading, list each recreation room by 
name, in the order to be visited, the owners’ name and 
their address. For example: 


1. Snug Harbor 


Courtesy of Capt. and Mrs. Ivor Mallon 
70 Field Point Road 


On the front yard of each home to be visited, post 
a cardboard sign with large letters reading, Swing 
Your Partner and underneath this, Exhibit No. 3, or 
whichever one it is. Since most basement game rooms 
are reached through the kitchen, place extra signs 
with large arrows along the driveway or walk lead- 
ing to the kitchen door. Saves the visiting public 
steps, saves wear and tear on the rest of the house 

insures good will all around. 


Land Extra Dollars 


To send your prospects home with a burst of good 
will and good cheer, make certain the last recreation 
room on your tour is one with an attractive, inviting 
snack bar. And arrange with your benefiting Charity 
Committee to serve coffee and doughnuts to visiting 
guests. And milk for the kids. By ending your show 
on a friendly party note, you’ll convince a lot more 
people a basement play room is a lot of fun and 
worth having! 

For a week or ten days after your tour, run an 
intensive, whirlwind ad campaign on basement re- 
modeling jobs—featuring a different ad every other 
day. To reap maximum profits from your tour, allud 
to it in these ads with lines like, If you enjoyed our 
Hobby and Game Room Tour, you'll be glad to know 
that you can have a cellar recreation room as charm- 
ing as Snug Harbor for as little as $6.50 a month. 
Nothing down. 

Also in every follow-up ad you run, hammer home 
the fact that, by starting work right now, you can 
have your extra room completed in time for your 
Thanksgiving and Christmas entertaining! 
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BELSON 
Make-a-lahle 


in wrought iron 





brand new 
do-it-yourself 
item 


1. You sell the kit, 


2. Yow sell the plywood, Formica or 
glass for the top. 


5 POPULAR STYLES — dining 
dinette 
coffee 





console 
occasional 
Easy to sell 
top quality—iow price 
Because the customer assembles the table, 
you can offer it at new low prices... far 
below usual wrought iron table prices, 
You make added profit because he buys 
separately the necessary plywood, Formica 


or glass for the top. Quality construction, 
handsomely finished in rich matte black. 


Easy to stock 
convenient packaging 











All tables are individually packaged in com- 
pact boxes only 4” x 4” by table length... 
easy to stock, easy for your customer to 
earry. All screws and fasteners included. 





Also wrought iron chair kits 





Perfect companion to 
the new tables... 
Belson wrought iron 
chair kits in two 
styles... molded ply- 
wood seats and backs, 
or Trimwood seats and 
backs plus 1 inch 
thick rubber pads 
ready to upholster, 
SEND COUPON TODAY FOR PRICES, In- 


FORMATION AND FREE PROMOTION MA- 
TERIAL AVAILABLE. 





+ 





Please send information on your new, do- 
it-yourself wrought iron tables. 





Address 
City Zone 

















BELSON MFG. 


North Aurora 9, ! 


co. 











MANUFACTURERS IN THE NEWS 





a local fifth grade elementary school. 


TOMORROW'S CLASSROOM at the University of Michigan, Ann Arbor, 
to test the latest ideas in classroom construction and materials. 





is used 
Students are from 


Manufacturers Cooperate To Build Model Classroom 


The classroom of tomorrow— 
long a dream of educators—has 
been built by the University of 
Michigan, Ann Arbor, in coopera- 
tion with 24 manufacturers of 
school equipment and building 
materials. 

The structure may be altered 
from time to time to incorporate 
new products and test new ideas. 
Planned as a self-contained fifth 
grade schoolroom, the room has 
furniture, cabinets and other fix- 


tures scaled to the size of the 
children. 
Already educators are _ incor- 


porating some of the ideas tested 


at the laboratory in schools all 
over the country. The ceiling of 
the room is acoustical tile, the floor 
is marbelized rubber tile, the front 
and inside walls are finished in 
birch plywood planking and the 
back wall is unglazed mosaic tile. 
The classroom is daylighted by 
glass block and newly-designed 
prismatic toplight panels built into 
the ceiling. 

By cooperating with the univer- 
sity, the 24 manufacturers have 
offered to school designers the 
latest information on classroom 
techniques, equipment and con- 
struction materials. 





Long-Vacant Board Chair 
Filled at Bruce Floors 


The chairmanship of the board 
of directors of the E. L. Bruce Co., 
Memphis, vacant since 1944, was 
filled last month when C. Arthur 
Bruce, executive vice-president, 
was elected to the post. 

The position had been vacant 
since the death of the company’s 
founder, E. L. Bruce, Sr. His son, 
E. L. Bruce, Jr., was reelected 
president of the firm. 

C. Arthur Bruce has been asso- 
ciated with the company since 
1914, and has been executive vice- 
president since 1945. He has been 
active in trade associations and 
is a former president of the Na- 
tional Lumber Manufacturers As- 
sociation, the Southern Hardwood 


it-yourse 
. te comune, Tran Gutter, hake Tobles Producers, Inc., the Hardwood 
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Dimension Manufacturers and the 
National Oak Flooring Manufac- 
turers Association. Currently, he 
is vice-president of the National 
Association of Manufacturers. 


F. C. Russell Buys Hunter 
Prime Window Division 


The F. C. Russell Co., Cleve- 
land, announced the purchase last 
month of the Prime Window Div. 
of the Hunter Mfg. Corp., Bristol, 
Penna. 

F. C. Russell, president of the 
firm, said operations will be moved 
to the Russell Aluminum Mfg. 
plant at Cambridge, Ohio, within 
the next two or three months. 

J. M. Gwynne, designer and gen- 
eral manager of the Hunter win- 
dow business will become vice- 
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president of the Russell company 
and general manager of the alumi- 
num window division. Russell has 
acquired Gwynne’s patents cover- 
ing new methods in design for 
manufacturing aluminum windows 
and aluminum structural framers 
for buildings. 

President Russell said the ac- 
quisition of the Hunter window 
business should increase his com- 
pany’s sales to nearly $5 million 
within the next year. He also pre- 
dicted that this could possibly 
increase profits as much as $500,- 
000 annually. 








NATIONAL METAL AWNING ASSO- 
CIATION president J. E. Orchard, 
standing, looks on as Dale S. Cooper 
signs contract retaining the Houston 
firm bearing his name to finish an 
engineering analysis detailing the 
manner in which metal awnings will 
reduce initial and operating loads of 
air conditioning equipment. Seated is 
Leonard P. Cohen, one of Cooper's 
associates. Final data will be present- 
ed at the NMAA convention in New 
Orleans next January. 





STRIKING EXAMPLE of architec- 
turally functional installations possible 
through the use of Desco structural 
aluminum members and Alsynite trans- 
lucent fiberglas panels is demonstrated 
here. The Desco-Alsynite combination 
offers various combinations of door 
treatments which can be _ installed 
economically. 
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what 
makes . 
it easy 
to sell 


BALDWIN 


— 
HOME INSULATION 


. Pass this time and money-saving tip along 

Send for full infor- 1 , 

iia di Ge ei to your customers .. . B-H Magic Blankets 

plete B-H MER. can be inserted between studs all around— 

CHANDISING ‘ 

PLAN that will help and then stapling can be done all at once. 

make you Insulation Their firm body and resilience makes this 

Headquarters in . rT : 

out te. possible. These and other superior features 
of B-H Magic Blankets—lightweight, clean- 
liness, adherence of wool to paper—are 
sure to step up your insulation sales for 


F” Guaranteed by * quick, sure turnover. 


“Oo. Good Housekeeping 
- “o 20796 5 ot 
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DI \ Wil VA 
MOCK YARD 





Trade Character Goes 3-D 


The deep-chested, bulging mus- 
cled Durham Rock Hard All- 
Around Repair Champ, familiar 
figure on cans of Rock Hard Water 
Putty, went “3-D” recently, when 
the company produced figurines of 
the trade character. 

The figurines, made of the com- 
pany’s plastic repair material, are 
now familiar characters at trade 


shows throughout the country. 
1953 was the biggest volume 
year in the 30-year-old company’s 
history, and gales of Durham’s 
Rock Hard, in the first nine months 
of 1954, exceed those of a year ago, 
according to Don Durham, Presi- 
dent of the Des Moines company. 





Companies Announce 





U. 8. Plywood Corp. announces that 
Gene C. Brewer has been elected a 
vice-president and he will direct U. S. 
Plywood’s 16 west coast manufactur- 
ing operations. These include plywood 
-— lumber production and logging in 

California, Oregon and Washington. 
Since 1950, Brewer has headed the 
a Ky Shasta operation near Redding, 
Calif. 


Bee-Lyte Corp., Chicago, has begun 
to manufacture custom aluminum 
combination windows and storm doors 
it was recently disclosed by T. J. 
LaBounty, president. Previously the 
firm had manufactured only fiberglass 
awnings. 


Masonite Corp. has appointed Don- 
ald J. Gray general manager of the 
world’s pioneer and largest hardboard 
plant at Laurel, Miss. Gray succeeds 
Charles H. Westphalen, Masonite’s 
“oldest” employe who is retiring be- 
cause of ill health. Harold E. Nee, 
former assistant general manager, has 
been named Laurel production man- 
ager and first assistant to Gray. 





Youngstown Kitchens has promoted 
M. L. Ondo to general manager of 
sales and Harry F. Howell to sales 
manager, builder division, according 
to an announcement by C. D. Alder- 
man, vice-president in charge of sales. 


American Window Glass Co. an- 
nounces the election of Norman B. 
Thirion as a director of the company 
and vice-president in charge of sales. 
His family has been associated with 
glass for 17 generations. 


S & W Moulding Co., Columbus, 
Ohio, announces the appointment of 
Charles F. Rout to its sales staff. 


United States Gypsum Co. an- 
nounces that Charles L. Walton, for- 
merly production engineer in the in- 
sulation division, has been appointed 
production manager of the division. 
This position was formerly held by 
R. C. Gimlin, who was named assist- 
ant to the general manager of opera- 
tions, C. W. Desgrey. 


Mastic Tile Corp. of America, New- 
burgh, N. Y., announces the appoint- 
ment of Gordon H. Bouchard as sales 
representative in the Los Angeles 
area, according to I. G. Rivers, west- 
ern division sales manager. 


E. L. Bruce Co., Memphis, Tenn., 
announces the appointment of S. R 
Miller, Jr., as assistant manager of 
the Bruce plant at Nashville. 


California Redwood Association, 
San Francisco, announces that Greg- 
ory M. J. Lambert, Seattle, has joined 
the technical division of the associa- 











HULL,IOWS 2 


TUBULAR FRAMES 


LET HIM BUILD HIS OWN CHRISTMAS GIFT! 


Here's a wonderful idea for Christmas selling! Now 
ou can stock these beautiful, sturdy table frames 
‘or the Home Craftsman. These frames make it easy 
for anyone to create his own personalized all-purpose 
table. Table will not tip regardiess of uneven distribu- 
fee of weight. Designed to satisfy demands for 

hest we ty, beauty, strength, and lasting wear. 
HA the frames separately with lumber of your custo- 
mers choice, or set them up and sell them complete. 
Write for literature NOW, don't miss this BIG Christ- 
mas market! 


KOOIKER MFG. CO. 
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CASH IN ON THE BIG 
“DO /T YOURSELF” MARKET 
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allow personali- 


Die cut steel initials | 
tation. 


* 
Designed for space 
saving storage. 

* | 


Skid runners elimi- 
nate lifting and tug- 
ging to move — no 
ripping of turf. 


HULL, IOWA ‘ 





Having Trouble 







oF 
OZAN PINE 


Ozan lumber is true soft pine—easy to work, quick 
to put in place, and precision cut and carefully kiln 
dried for permanent construction. 
vously inspected and graded to assure uniform quality 
on arrival and on the job. End your lumber buying 


worries today. For 


| specify Ozan Pine. 


OZAN LUMBER COMPANY 


Sawing Wood Since 


November 29, 


with your 
LUMBER 


Every foot is contin- 


consistent customer satisfaction 





Prescott, Arkansas 


1891 — 
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tion. Lambert will make his headquar- 
ters in the CRA Eureka offices. 


New York Wire Cloth Co., New 
Canaan, Conn., announces an intensive 
product diversification program, ac- 
cording to Louis D. Root, Jr., presi- 
dent. “For more than 50 years our 
company concentrated its energies on 
a basic product—wire cloth for insect 
screening. About four years ago we 
embarked from our traditional opera- 
tion and developed an end-product 
which could be merchandised to the 
consumer and we developed the Dural] 
tension screen. Now, we are interested 
in finding companies or products 
which can be brought into the com- 
pany operation,” says Root. J. Slater 
McHugh will head the newly-estab- 
lished New Business Development 
Dept. 


Insular Lumber Sales Corp., Phila- 
delphia, has named veteran lumber 
technologist Joseph L. Stearns as sales 
manager. Stearns is the owner of one 
of the largest private collections of 
weod species—more than 3,200 varie- 
ties, which he has accumulated during 
his 25 years in the lumber and wood 
industry. 


American Shower Door Co., Ince., 
Hollywood, announces the appoint- 
ment of three factory sales represent- 
atives: Bertram Gleischmann & As- 
sociates, Newark, N. J., will represent 
the west coast manufacturer in the 
greater New York area and parts of 
New Jersey; Ralph Meshel, Philadel- 


Paul Bunyan Carving 


Boosts Safety Program 

A lifelike, detailed wood carving 
of the legendary Paul Bunyan is 
displayed at the general offices of 
the Curtis Companies, Inc., Clin- 
ton, Iowa, to help promote the 
safety program among the various 
divisions in the organization. 

The 25-inch high carving was 
presented by the Employer’s Mu- 
tual Liability Insurance Co. of 
Wisconsin as a traveling trophy to 
be awarded each year to the Cur- 
tis division winning the annual 
safety contest. 

The trophy was carved by Alvin 
Gilbertson who has been employed 
by Curtis 31 years. He spent an 
estimated 100 hours carving the 
walnut figure. 

At the present time, the Clinton 
division of Curtis has suffered no 
lost-time accidents this year and 
has worked 1,326,706 man-hours 
since the last lost-time accident 
occurred on June 19, 1953. 





and southern New Jersey; J. H. 
Schmidt Co., Dallas, will handle the 
state of Texas. 


Inland Steel Products Co. announces 
the appointment of W. J. Riopelle as 
sales engineer in the Milwaukee dis- 
trict. Prior to joining Inland, Riopelle 
spent two years as a design engineer 


Barnes Manufacturing Co., Mans- 
field, Ohio, announces the appointment 
of M. Alan Nealy as chief engineer of 
the company’s pump and water sys- 
tem division. 


Mastic Tile Corp. of America an- 
nounces the appointment of Fred A. 


phia, now services the eastern Penn- 


sylvania area, Delaware, Maryland Worth. 


with Consolidated Vultee Corp., Ft. 


Dreger as a sales representative in 
the. Chicago area. 





Specify “Mt. Vernon” brand and be sure of satisfying your 
customers. Tep quelity timber and co-eful kiln drying, manu- 


facturing and grading give you a No. |} buy for beauty 
and value. 


ALSO 
OAK BAND SAWN HARDWOODS 


Latest equipment: dry kilns, planing mill and 
floering plant 
Send Us Your Inquiries 


MOBILE RIVER SAW MILL CO., INC. 


Mt. Vernaesn, Alebaema 
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Do vou 
have what 


she wants? 


Louvered doors 


and shutters 
appeal to every cus- 
tomer, and offer 
many opportunities 
for extra, profitable 
business. Only de’cor 
offers you Grand 
Rapids craftsmanship 
quality and fast mid- 
west service and 
economies. Made to 
your requirements. 


Write today for 
new illustrated book- 
let showing 101 prof- 
itable uses for Lum- 
ber Dealers, together 
with complete sales 
information and dis- 
counts. Please sub- 
mit inquiry on your 
letterhead. 


de’cor 


decor 
Wisse aaron a? 


1555 Eastern Ave., S$. E. 
Grand Rapids, Michigan 
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THE LUMBER MARKET 


Mills Optimistic 
In Tacoma Region 


TACOMA — The lumber market 
outlook generally appears to be 
highly favorable in the opinion of 
most operators. Demand is good, 
but supplies are building up as 
mills and camps continue to main- 
tain high production schedules to 
fill inventories against summer 
strike shortages. 

Orders and inquiries appear to 
be falling off, a condition that is 
not too surprising considering the 
proximity of the Thanksgiving 
holiday. Much of the industry op- 
timism stems from a feeling that 
fall and winter construction prob- 
ably will stay at a higher peak than 
usual because of the shortages that 
caused summer curtailments. 

One plywood manufacturer 
Harbor Plywood Corp., Aberdeen, 
reports a 21% drop in sales and a 
68% decline in net profits for the 
six months ending September 30, 
as compared to the same six 
months last year. 

Martin Deggeller, Harbor presi- 
dent, said the average base prices 
for plywood were down 12% from 
1953 and that lumber prices were 
about 6% under 1953. 





He said footages of both ply- 
wood and lumber were substantial- 
ly under the 195° period due to the 
industry-wide strike. Although he 
anticipates that log supplies for 
his own company’s operations will 
be sufficient, he predicted that 
many plywood firms would suffer 
log shortages during the ensuing 
months. 


Rail Strike Worries 
Northern California 


SAN FRANCISCO — The north- 
ern California lumber market, by 
and large, remains strong and firm 
as it has for the past several 
weeks. 

Lumbermen are disturbed, how- 
ever, by a strike of 70 locomotive 
engineers which halted operations 
of the Northwestern Pacific rail- 
road, throwing some 1,200 em- 
ployees out of work. 

The railroad operates 276 miles 
of track between Tiburon and 
Eureka in California, with an ex- 
tension to communities north of 
Humboldt Bay. Its principal busi- 
ness is the hauling of lumber and 
forest products. 

Lumber industry spokesmen fear 
that if the strike continues log- 


ging and milling operations in the 
Redwood Empire area will have to 
be curtailed because of limited 
storage areas. 


Holidays, Weather 
Slow Seattle Market 


SEATTLE—The market is slow- 
er, especially in fir and hemlock, 
a forecast of the imminence of 
holidays and winter weather. Fir 
uppers have dropped and green fir 
dimension is very sensitive with 
prices retreating and advancing 
from $1 to $1.50. Boards are 
steady. Transits move slowly. Dry 
hemlock dimension is $2 weaker in 
specified lengths. 

On the other hand shingles and 
cedar siding continue strong at 
prices of a fortnight ago. Califor- 
nia is still the big market for 
shingles. This area prefers a wide 
shingle and some mills guarantee 
a certain percentage of them. No. 
1 XXXXX is scarce as a result of 
the heavy California buying. No. 2 
XXXXX is moving slowly. 

Cedar siding is strong with 
many mills oversold and premiums 
being paid in some instances for 
quick shipment. Three-quarter 
inch clear bungalow siding moves 
to large eastern concerns in 
straight cars. Pines and spruce 
are steady and unchanged. 











PICKET 
CUTTER 


to 250 pickets Aa hour . . 
justable for wi 


Anyone can operate . 





H. A. SCHUBERT CO. 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
. smooth finish . . . ad- 
Light-weight and portable (38 
lbs.), yet rugged and durable for years of service. 
. prompt delivery. 


Write Us For satis Information! 

















Substantial 


in the service of 


LUMBERMEN 


Lumbermens M47 uy 


Operating in New York state as 
(American) Lumbermens Mutual Casualty Company of Illinois 
James S. Kemper, chairman 


H. G. Kemper, president 
Chicago 40 


@ Specialists in protection for the 
lumber industry. 


@ professional safety engineers. 


@ more than 90 branch claim offices 
coast to coast and in Canada. 


vidends have been returned to policyholders since organization in 1912. 








Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION — 
SACRAMENTO, CALIFORNIA 








; ' TWX $C270 PHONE !Vanhoe 9-3651 | 


a. 
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Orders, Prices Up 
At Kansas City 


KANSAS CITY — The booming 
construction industry is being re- 
flected in the strong demand for 
lumber that currently is being ex- 
perienced by mills in the southwest 
and order files have reached their 
best levels since early July when 
the west coast strike shunted an 
abnormal amount of business into 
the area. 

Retailers’ inventories are low 
and mills are besieged with re- 
quests for immediate shipment of 
lumber. Mixed car business is ex- 
ceptionally brisk and mills are not 
able to fill the orders. One of the 
reasons is that not enough dry 
stock is available. Mills did not 
build up inventories and were kept 
busy during July and August fill- 
ing orders that came from areas 
that ordinarily do not provide 
business. 


Lumber prices generally were 
up $2 to $3 a thousand in the last 
two weeks. Of note was the strong 
market existing in the east side of 
the Mississippi river. Normally 
the west side market is by far the 
stronger and a price differential of 
$2 is obtained. But for the pres- 
ent, at least, the differential has 
disappeared and in some cases the 
east side market is commanding 
slightly better prices. 


Lumbermen say that this condi- 
tion reflects the fact that competi- 
tion from areas served by the west 
coast is not so pronounced. In 
other words, mills on the east side 
of the river are sending lumber 
into their immediate territories at 
a fast rate because of the reduced 
competition from the west coast. 

Boards are very scarce on the 
east side. Air-dried, 1 by 8 boards, 
were bringing $83 on the east side, 
the same price as received on the 
west side. Kiln-dried stock sold 
for $85 generally with some mills 
asking $87. The finish market, how- 
ever ,is not as strong on the east 
side as on the west side, with a 
price differential in favor of the 
latter by at least $5 still ruling. 
Competition from west coast Doug- 
las fir has kept the finish market 
from advancing. 

Contributing to the improved 
market stability was the fact that 
a sizable amount of lumber was 
taken recently by the government 
at the Atlanta auction and this 
came at a time when mill stocks 
already were low. 


Lumber Nationally 


WASHINGTON, D. C.—Lumber 
shipments of 506 mills reporting to 
the National Lumber Trade Bar- 
ometer were 7.2% below produc- 


tion for the week ending Novem- 
ber 6, 1954. In the same week new 
orders of these mills were 9.8% 
below production. Unfilled orders 
of the reporting mills amounted to 
40% of stocks. For the reporting 
softwood mills unfilled orders were 
equivalent to 23 days’ production 
at the current rate, and gross 
stocks were equivalent to 53 days’ 
production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.4% above production; new or- 
ders were 2.2% above production. 


Southern Pine 


For the week ending November 
§, orders were 21,065,000 feet, 
shipments were 19,993,000 feet and 
production was 19,584,000 feet. 
Shipments were 2% above produc- 
tion and orders were 7.5% above 
production for the week. Orders 
were 5.3°% above shipments. 


Western Pine 


For the week ending November 
6, orders were 70,276,000 feet, 
shipments were 73,730,000 feet 
and production was 80,079,000 feet. 
Shipments were 7.9% below pro- 
duction. Orders were 12.2% below 
production. Orders were 4.7% be- 
low shipments. 
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CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


tone Move flooring, laths, shingles, any building ma- 


terial witha smooth riding surface, to and from 
ErPORTEE Ss = saws, lathes, in and out of storage and shipping — 
STEPS UP PRODUCTION fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 

No. AL-114. 


f 


SMOOTH 


STANDARD CONVEYOR CO. 
Generali Offices: 
North St. Paul, Minnesota 


Sales and Service in 
Principal Cities 


more data on advertised products see page 64) 


RAVITY & POWER 
CONVEYORS 


Telephone GL 6-1729 








IT'S A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as a 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr ‘ D 
1x4 160.00 155.00 105.00 
Flat Grain Flooring 
ix4 145.00 
1x6 , 165.00 
Drop Siding 


ix6 (Pat. #106) 155.00 
Ix6 (Pat. #116) 155.00 


140.00 99.00 
160.00 20.00 


150.00 00.00 
150.00 00.00 
Cetling 
% x4 
1x4 


120.00 115.00 
115.00 110.00 
Hoards and shiplap and 2” (Green) 
1x6 1x8 1x10 1x12 
No 67.00 72.00 68.00 74.00 
No. 3 62.00 66.00 64.00 69.00 
No. 7 7.00 7.00 57.00 62.00 


No. 1 Dimension 
12° 14’ 16’ P 20° 
76.00 76.00 F 5.00 
75.00 78.00 F 200 
77.00 76.00 74.00 
76.00 77.00 5 ) 5.00 
76.00 73.00 73 14.00 
No. 2 Dimension 
2x 4 71.00 71.00 73.00 72.00 73.00 
2x 6 70.00 73.00 74.00 72.00 71.00 
2x 8 70.00 69.00 68.00 68.00 71.00 
2x10 70.00 69.00 68.00 68.00 68.00 
2x12 70.00 68.00 70.00 70.00 70.00 
No. 3 Dimension 
ax 4. 16.00 
2x 6 ; ‘ ‘ 54.00 
ix 8 ‘ dee as 08,00 
2x10 eee eceeeee 42.00 
2x12 ‘ ay ; 40.00 
(Add $15.00 for dry lumber ) 





RED CEDAR SHINGLES 

Royals 

No, 1 24” 4/2 

No, 2 24” 4/2 

No. 3 24” 4/2 
Perfections 

No, 1 6/2 12.50-12.75 

No, 2 5/2 7.25- 7.60 

No, 8 5/2 5.00 
XXXXX 

No. 1 5/2 11.00-11.50 

No. 2 16” 6/2 7.50 

No. 3 16” 5/2 6.25 


WESTERN RED CEDAR 


Prices for Western Red cedar siding 
in mixed cars, new bundling, 5 to 10’ 
are: 


Beveled Siding, % inch 


14.50-15.00 
8.50- $9.00 
4.00- 4.25 





Clear “ace “yy 
by 4 inch....100.00 95.00 50.00 
by 6 Inch.... 80.00 77.00 69.00 
% by 6 inch....115.00 110.00 95.00 
by 8 inch....145.00 135.00 95.00 
Clear Bungalow Siding, % inch 
8 inch . «176.00 170.00 
10 Inch .... 200-205 
BB BROR ccccces 200-206 


140.00 
165.90 
165.00 


195.00 
1756.00 


Cetling of Flooring, B and Btr, 
3 to 10 or Longer 
B&Btr. Cc 
135.00 126.00 
135.00 125.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 


Series 8.000 
Listing under 4.00—list plus 35%. 
Listing 4.00 and over—list plus 35% 


Clear La 
100 lin 


50 


WESTERN PINES 


Ponderosa Pine 
5/4 RW 
ad 


an 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 
S2 or 48 
C&Btr. RL 
Shop, 828 
No.2 
110.00 
110.00 
Commons, 82 or 48 
B&Btr. N No. 4 
ix 5 RL 116.00 7 60.00 
lxl12 RL 122.00 i 58.00 
Idaho White Pine 
Selects 82 or 48 
1x4 1x6 1x8 1x10 
C&Btr. RL .270.00 270.00 270.00 275.00 
Df 230.00 230.00 230.00 245.00 
Commons, $2 or 48 
No. 1 No, 2 No.3 
157.00 145.00 100.00 
186.00 151.00 100.00 
Sugar Pine Selects 82 or 48 
4/4RW 6/4RW 6/4 RW 
B&Btr. RL. .265.00 280.00 285.00 
os mee edecees 260.00 275.00 280.00 
D RL 230.00 245.00 245.00 
Shop, 528 
No. 2 
122.00 
122.00 





OAK FLOORING 


Clear Pin ()x2\% 
White 190.00 
Red 193.00 

Sel Plain 


White 180.00 148.00 
Red 185.00 152.00 


$x1% 
160.00 


x2 
1 0 
167.00 1 


1 
72.0 
7 


00 


162.00 
162.00 
#1 Com, 
White 163.00 
Red 166.00 


132.00 
135.00 


125.00 
135.00 
2 Com. 

Pin. White 

& Red 105.00 65.00 
Hi Com, & 

Hitr, Shorts 

125.00 90.00 90.00 75.00 


SOUTHERN PINE _ 


Vertical Grain Flooring 
B&Btr. 
1x4 Heart ......250.00 
Flat Grain Flooring 


BBE ccccccccccecd tee 
BBS cecce 


Cc D 
235.00 200.00 


160.00 
165.00 


125.00 
126.00 
Drop Siding 

1x6 #106 ......191.00 

Ix6 #116 ......191.00 
Boards & Shiplap 

1x8 1x10 1x12 

*No. 1 (D 

Grade) ..140.00 140.00 145.00 178.00 
No, 2 6 R 


oO. 84.00 90.00 87.00 106.00 
No. 3 76.00 73.06 73.00 


No. 1 Dimension 


170.00 
170.00 


140.00 
140.00 


i?’ ° 
2x 4 99.00 99.00 
2x 6 y y 

2x 8 99.00 99.00 
2x10 114.00 114.00 
2x12 132.00 132.00 


No, 2 Dimension 
2x 4 94.00 96.00 


2x10 
2x12 


All of the above stock kiln Dense Stock. 


REDWOOD 


Clear All Héart 
Clear All Heart 
+. Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
. Clear All Heart.. 
3 Clear All Heart. . 
;. Clear All 
. Clear All Heart 
Note: A grade Y.G. Redwood Siding 
$5.00 less for %, % and % in above 
sizes. 


Anane Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


ix 4 Clear Heart S48 
ix 6 Clear Heart 845 
ix 8 Clear Heart S45 
1x10 Clear Heart S48 


1x12 Clear Heart 230.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc D 
150.00 145.00 90.00 
Flat Grain Flooring 


ee ae 135.00 85.00 
BG Satin o cikecnss SOR 105.00 


Drop Siding 


1x6 (Pat #1)06.150.00 5. 100.00° 
1x6 (Pat. #116).150.00 b 95.00 


Ceiling 


1x4 ee 120.00 


Boards and Shiplap and 
2” (Dry) 
1x8 
76.00 
69.00 
52.00 


No. 1 Dimension 
12’ 14’ 16’ 
76.00 76.00 76.00 
76.00 76.00 76.00 
76.00 76.00 76.00 
76.00 76.00 76.00 00 
76.00 76.00 76.00 .00 


No. 2 Dimension 


2x 4 68.00 68:00 72.00 72.00 
2x 6 69.00 70.00 69.00 72.00 
2x 8 71.00 71.00 69.00 69.00 
2x10 69.00 70.00 69.00 69.00 
2x12 69.00 69.00 69.00 


No. 3 Dimension R/L 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


ix6 8 =61x8 1x10 1x12 


No. 2&Btr. 100.00 105.00 103.00 1056.00 
No. 3&Btr. 69.00 71.00 70.00 71.00 


No. 1 Dimension (air dried) 
14’ 16’ 
75.00 75.00 


70.00 
70.00 
72.00 
70.00 
70.00 


Mills are now grading boards 
and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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Profit More 
With Alcoa’s 
New 48” Wide 
Roofing Sheet 





New sales opportunities for dealers in increased width 


Greater width—greater savings! That’s what 
you offer customers with Alcoa’s new 48” wide 
aluminum farm roofing sheet. 


plies you with valuable sales leads. You are 
backed by a full schedule of national magazine 


advertising. You are supplied with a wide array 
The increased width means fewer sheets to 


cover the roof—less time and labor for appli- 
cation—less material used for side laps. 
Made from an improved Alcoa™ alloy, the 


new 48” wide sheets also offer increased cor- 


of sales aids to bring prospects to your store. 

To find out how you can become a dealer 
for Alcoa Aluminum Farm Roofing, send the 
coupon today. 


rosion resistance and greater holding power 


for longer roof life. 
Dealers, too, are offered savings. You put 


Aluminum Company cf America 
in less time selling Alcoa Aluminum Farm 2117-L Alcea Building 


i , Pa. 
Roofing because Alcoa presells for you—sup- i sein Ns 


Please send me information on the Alcoa line of 
farm roofing and accessories. 


ALC OA eee 
ALUARINU AA 


ALUMINUM COMPANY OF AMERICA 





Address 


City 


BUILDING Propucts MERCHANDISER (To obtain more data on advertised products see page 64) 








New Safety Guard 


A new safety guard, different in 
beth design and principle from any 
predecessor, is available in 9”, 10” and 
12” sizes. The new safety device fea- 
tures an exclusive free-floating ring 
principle. Two circular rings, one on 
either side of the saw blade, are sus- 
pended on the regulation type guard. 
No matter how the cutting member 
may be positioned, they automatically 
adjust themselves to the cut while still 
offering operator protection. De Walt 
Inc., Subsid., American Machine & 
Foundry Co., Dept. AL, Lancaster, 
Penna. 


For more data circle No. 1 on coupon, p. 64 





New Glass Cutting Board 

Known as the GB2-A, the new glass 
cutting board is vertically constructed 
and cuts panes up to 36” x 36” square. 
To operate, glass is inserted in the 
frame, the cutting handle is pulled 
and the glass is quickly and accurately 
cut. Cutting does not require use of 
manual glass cutter as do prior mod- 
els. The GB2-A is constructed entirely 
of metal. Red Devil Tools, Dept. AL, 
Irvington, N. J 


For more data circle No. 2 on coupon, p. 64 


Wall Tile Kit 


The Nupla do-it-yourself kit con- 
tains sufficient 4%" by 4%” tile with 
accessory trim pieces for over 4’ high 
around tub area. Every tool necessary 
for installation of plastic tile is in- 
cluded: _ seal adhesive, wide area 
spreader, high gloss cleaner and wax, 
soft polishing cloth, sure-cut coping 
saw, carpenter type spirit level, step 
by step instruction sheet. Five color 
combinations are available. Nupla 
Manufacturing Co., Dept. AL, 1026 N. 
Sycamore Ave., Los Angeles 38, Calif. 


For more data circle No. 3 on coupen, p. 64 
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Sliding Glass Doorwall 


The Sky-Vue, an all-aluminum slid- 
ing glass doorwall, can be shipped in a 
KD package. Construction features 
inetd weatherproofing using a neo- 
prene rubber cushion at meeting stiles 
and a heavy felt weatherstrip cush- 
ioned in center slot of side jambs and 
in bottom rail of the sliding door. A 
tamper-proof, positive-action lock and 
pull is finished in satin-chrome. Hori- 
zon Door Co., Dept. AL, 1426 Flower 
St., Glendale 1, Calif. 


For more data circle No. 4 on coupon, p. 64 





Self-Storing Combination Door 


Three track Self-Storing Combina- 
tion Door is a combination that allows 
the homeowner to shift from storm 
protection to screen with just a fin- 
ger’s touch. There are three full tracks 
and no panels to change or remove. 
Both storm panels slide up and down 
with Alumatic’s Velglide action. There 
is a full screen insert which is also 
removable. The new Alumatic Self- 
Storing Door is a full one-inch thick. 
Corners are constructed by exclusive 
design. Alumatic Corporation of 
America, oa. AL, 2081 S. 56th St., 
Milwaukee, Wis. 

Fer more data circle No. 5 on coupen, p. 64 


Tubular Table Frames 


These metal frames make it easy for 
a customer to create his own all-pur- 
pose table. Designed for space-saving 
storage, frames can be sold separately 
or made up as a complete table. 
Kooiker Mfg. Co., Dept. AL114, Hull, 
Iowa. 

For more data circle No. 6 on coupen, p. 64 


New Quick-Lock Housing 


The Van-Packer Brick-Panel hous- 
ing, adopted a year ago to bring home 
buyers the appearance of a brick 
housing with packaged chimney econ- 
omy, now comes with new quick-lock 
corners. After the cement-asbestos 
panels are cut to size, they are assem- 
bled around the flue by slipping one 
quick-lock corner into another as 
shown above. To complete the instal- 
lation, the housing is fastened to the 
roof. Van-Packer Corp., Dept. AL, 
209 S. La Salle St., Chicago 4, IIl. 


For more data circle No. 7 on coupon, p. 64 
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Disappearing Ladder 


Costing only slightly more than a 
large step ladder, the disappearing 
ladder unit provides accessible area 
worth many times the actual cost of 
the ladder, claims the manufacturer. 
Specifically designed for small open- 
ings, the ladder can be installed in any 
size opening 18” wide or wider. Ac- 
cording to the manufacturer, the 
opening should be at least 24” long, 
but the ladder can be operated in 
smaller openings. Economy Disap- 
earing Ladder, Model 15. EZ-Way 
ie Bae Dept. AL, Box 300, St. Paul 
Park, Minn. 


Vor more data circle No. 8 on coupon, p. 64 


Glass Bath Enclosures 


ShoweRite enclosures are said to be 
splash proof and draft-free. Made of 
special finish heavy extruded alumi- 
num. Double ball bearing roller doors. 
Choice of fluted or frosted glass. Sizes 
available on request. Theodore Efron 
Mfg. Co., Dept. AL, 6434 S. Went- 
worth, Chicago, Ill. 


For more data circle No. 9 on coupen, p. 64 
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Metal Protective System 

The Bar-Ox metal protective system 
presents a full-gloss effect on metals, 
in colors (also white and black), with 
ability to hold this gloss. Application 
is by brush, spray or roller. The name 
Bar-Ox is derived from bars oxidation. 
This is what Bar-Ox metal protective 
system does; it bars moisture and air 
away from the steel. With its chrom- 
ate inhibitors, Bar-Ox neutralizes 
iron’s natural tendency to oxidize, or 
rust. Truscon Laboratories, Dept. AL, 
Caniff and G.T.R.R., Detroit 11, Mich. 


For more data circle No. 10 on coupon, p. 64 
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Screen Kit 


The Homeshield easy - to - make 
screen kit enabales a customer to as- 
semble and hang a full-frame alumi- 
num window screen. With just five 
kit sizes dealers can take care of all 
customer needs. Kits are also avail- 
able for half screens. The kits are 
packaged, contain everything neces- 
sary to make and hang the screen: 
aluminum frame sections, durable 
Fiberglas screening, corner locks, 
hardware, even a mitre-box for cutting 
the frame sections at an angle. Amer- 
ican Screen Products Co., Dept. AL, 
807 N.W. 20th St., Miami, Fla. 


For more data circle No. 11 on coupen, p. 64 


Garage Door Operator 


A new kit for assembling an auto- 
matic garage door operator has been 
announced. When assembled, the 
Bellford-Matic is operated by a key 
control unit mounted on a steel post. 
Complete kit includes % hp Westing- 
house motor, Cutler-Hammer relays, 
steel post, switch, lock, neve nuts, 
bolts, washers and all essential parts. 
Bellford-Matic, Inc., Dept. AL, 5900 
Maurice Awe., Cleveland 27, Ohio. 


For more data circle Ne. 12 on coupen, p. 64 
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Electric Sander 


Designated Model 700, the new 
Weller vibrator-type electric sander 
features a full 25 square inches of 
sanding area, yet the exclusive low 
design permits the sander te be op- 
erated under radiators and other re- 
stricted places. Vibrating at 14,400 
strokes per minute from a 60-cycle 
reciprocating-type motor, the straight- 
line action permits sanding with the 
grain. No lubrication is ever needed 
since there are no bearings or parts 
to wear. Weller Electric Corp., Dept. 
AL, 808 Packer St., Easton, Penna. 


For more data circle No, 13 on coupon, p. 64 
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Removable Window Unit 


A new removable window features 
flat overhead balances and a patented 
Alumafiex weatherstrip that makes 
operation simple. The sash roll out by 
merely squeezing them with one hand 
against the left jamb. The Crestline 
removable window unit has an all- 
purpose Ponderosa pine frame. Sil- 
crest Co., Dept. AL, 100 Thomas St., 
Wausau, Wis. 


For more data circle No, 14 on coupon, p. 64 


Plywood Kit 


Types of plywood offered in the 
Gramwood furniture grade kits include 
Gum, Striped African Mahogany, 
Birch, Plain Sliced Wa!nut and Rift 
Oak. Each Kit provides a selection of 
one ty of plywood, ranging from 
three pieces in one size and one thick- 
ness to nine pieces in varied sizes and 
thicknesses. Pieces of 4%” plywood are 
of three-ply construction; all others 
are five-ply. All are faced with veneer 
and unfinished. Jasper Wood Products 
Co., Dept. AL, Jasper, Ind. 

For more data circle No. 15 on coupon, p. 64 


Instant Ice Remover 


Because of its concentrated formula, 
Tamco Ice Remover acts 30 times 
faster and goes five times further than 
rock salt, claims the manufacturer. A 
thin layer melts the ice and prevents 
it from re-forming for a considerable 
time, thus helping to eliminate many 
winter accidents and slipping troubles. 
Tamco Ice Remover is packaged in a 
10 pound re-usable pliofilm bag. 100 
pound bags are also available. Tamms 
Industries, Inc., Dept. AL, 228 N. La 
Salle St., Chicago 1, Il. 


For more data circle Ne, 16 on coupen, p. 64 


Ventilating Sheathing 


Luv-O-Metal is a new interlocking 
structural shape featuring made-in- 
the-metal screening. It can be easily 
integrated into panels for such uses 
as louvers, storm shutters and other 
sheathing sections where ventilation 
is desirable and where weather and 
insect tightness is also essential. Mar- 
vin W. Coleman, Dept. AL, 4140 Syra- 
cuse, Dearborn, Mich. 


For more data cirele No. 17 on coupon, p. 64 


Recessed Light Boxes 


A new line of pre-wired and unwired 
recessed boxes contain patented and 
exclusive features, Removal of a single 
screw permite the complete assembly 
to be pulled into the box where there is 
working space. Frame-and-glass sets, 
in five finishes and seven new glass 
styles, are interchangeable between 
wired and unwired boxes of each of the 
four sizes. Easy to mount, the Mark- 
stone Lumi-Dome box is equipped with 
a Lite-Seal gasket that prevents light 
leakage, as well as a plaster flange. 
Markstone Mfg. Co., Dept. AL, 2460 
W. George St., Chicago 18, Ill. 


Fer more data circle Ne. 18 om coupon, p. 64 
(continued on next page) 


53 





Waterproofing Film 


Visqueen vapor barrier and water- 
proofing film is available in seamless 
sheathing up to 16’ widths in thick- 
ness from two mil. to 20 mil. Visqueen 
is pure polyethylene film. Standard 
colors, special colors and special thick 
nesses are available. This film will not 
absorb moisture, is mold resistant, 
will not rot or mildew. Visking Cor- 
poration, Plastics Div., Dept. AL, P.O. 
Box 1410, Terre Haute, Ind. 


Finest 
ESCREEN 
Rollers 


Convex Face 


Standard 2” dia. x 
1/16” face 

Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32” rounded edge. 


Concave Face 


Standard 2” dia. 


spline into frame after 
as been positioned. 
stock sizes are .093, .105, 
-170 width of face. 


For inserti 
screening 


Standard 
125 and 
Flanged 


Stonderd stock size is 2” and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools con be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, NEW HAVEN, COMM, U.S. A. 


HP S8ten0, ; 
beeen oe 
New Pocket Printer 


A new pocket printer can contain 
the dealer’s name, address and phone 
number, or other required messages, 
can be conveniently carried in a 
pocket. It comes in a compact case 
that contains an ink pad which auto- 
matically inks the printer. Three 
types of cases are available and in- 
clude plastic, leather or metal. Wel- 
lington Organization, Dept. AL, 953 
W. Belmont Ave., Chicago 14, IIl. 


For more data circle No, 20 on coupon, p. 64 


Screw Driving Attachment 

The Supreme Brand screw driver 
attachment is offered in a choice of 
sizes. The unit includes a_ slotted 
screw bit, Phillips head bit and com- 
plete illustrated instructions with each 
set. Model 2000 is recommended for 
average to fairly heavy work, model 
3000 for light to average jobs. Su- 
preme Products, Inc., Dept. AL, 2222 
S. Calumet, Chicago 16, Ill. 


For more data circle No. 21 on coupon, p. 64 


Sash Balance 


Balance-All sash balance is guaran- 
teed forever by the manufacturer. No 
unsightly ropes and tubes when Bal- 
ance-All is used. Simplicity in design 
and installation permits lower cost per 
unit. Rockford Window Balance Co., 
Dept. AL, Rockton, III. 


For more data circle No. 22 on coupon, p. 64 


(continued on page 56) 


WHAT'S YOUR ANSWER? 


The American Lumberman has an 
81-year record of service accomplish- 
ments for the nation’s building mater- 
ials dealers—but, as in the past, our 
editors today refuse to rest on yester- 
day’s laurels. 

We proudly report a steadily increas- 
ing gain in circulation, now at an all- 
time high. For example, in the 18- 
month period ending June 30, 1954, 
the American Lumberman’s dealer- 
circulation leadership over the second 
magazine in the field jumped from 817 
to 2,627—a whopping 221% boost! 

Circulation is the acid-test that tells 
which magazine is doing the best 
overall job for its industry. Far more 
dealers subscribe to the American 
Lumberman than to any other maga- 
zine in the retail building materials 
field. 


1. How does the Dane Lumber 
Co. solve the problem of finding 
time to prepare radio commercials? 


2. How many holes must be 
drilled in a door to install a Dexter 
lock for screen and combination 
units? 


3. List three advantages of mod- 
ern yard communications equip- 
ment. 


4. Who offers to advertise your 
name and address in the Saturday 
Evening Post? 


5. What indirect selling method 
is used effectively by the Broadway 
Lumber Co., Albuquerque, N. M.? 


6. How many ways does the Chi- 
Namel Paint and Varnish Co. help 
dealers get customers? 


7. What is the effective motto 
used by the Pierceton Lumber Co.? 


8. Who offers you tubular metal 
legs for picnic tables? 


9. What method does Your Profit- 
Making Forum suggest for increas- 
ing sales of basement recreation 
rooms? 


10. Who makes Jiffy sawhorse 
brackets? 


Answers on page 58 











WHITE FIR 


Trade Mark 


PONDEROSA PINE 


INCEMSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 


Registere 
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Na N) mer, The surest 


way to nail down new business is to 


hammer away at a new market. And the 


most promising one for building supplies 


is the man who makes his own repairs 


and alterations. You can get in on this 


do-it-yourself business by featuring the 


name-brand products advertised in 


The Saturday Evening Post. Do-it-your- 


selfers have more 
confidence in the 
Post. It gets to the 


heart of America. 
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NEW PRODUCTS 


(begins on page 52) 





Barricks Square Tables 


A 30” height table, the Foursome 
folds quickly at the touch of a finger. 
Basically the same in construction as 
other Barricks tables, it employs the 
Barricks automatic leg lock. Available 
in sizes 324%” square and 36” square. 
Tops available in Duron, plywood, 
Formica, Pionite plastic. Barricks 
Mfg. Co., Dept. AL, 2253 8. Halsted, 
Chicago, Il. 


For more data circle No. 23 on coupon, p. 64 


Timber Rings 


The Cleveland timber ring is set into 
the timbers in grooves cut by the 
Cleveland grooving tool, so that half 
the ring is embedded in each timber at 
the point of contact. The joint is com- 
pleted with bolt and washer. The rings 
are split, with tongue and groove 
joint, insuring tight contact with the 
wood, This reduces joint slippage and 
reduces stresses in the wood, permit- 
ting the use of smaller timbers to gain 
equal strength. Cleveland Steel Spe 
cialty Co., Ine., Dept. AL, 3781 E. 91st 
St., Cleveland 5, Ohio. 


For more data circle No. 24 on coupon, p. 64 


Fire Extinguisher 


The Pyrene push-button fire extin- 
guisher is designed for the home. Each 
unit comes attractively boxed and is 
readily wrapped as a Christmas gift. 
A wall brack packed with each unit 
makes it easy to mount on the wall. 
The one-pint capacity Pyrene push- 
button fire extinguisher is refillable. 
Pyrene Manufacturing Co., Dept. AC, 
Newark 8, N. J. 


Por more data circle No. 25 on coupon, p. 64 
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New Delta Drill Press 


A new 14” drill press designed to 
speed production, reduce operator 
fatigue and facilitate precision work 
has been introduced. In addition to its 
many new features, the machine offers 
such standard Delta drill press fea- 
tures as balanced pulleys, self-align- 
ing floating drive (a Delta exclusive) 
and interchangeable spindles. The 
new machine is available in 40 models. 
Delta Power Tool Div., Rockwell Man- 
ufacturing Co., Dept. AL, 437 N. Lex- 
ington Ave., Pittsburgh 8, Penna. 


For more data circle No. 26 on coupon, p. 64 


New Hook Scale 

The Martin-Decker SU-20 Sensater 
is a hydraulically operated hook scale 
that has a guaranteed accuracy of “4 
of 1% of capacity at any point on the 
dial. The Sensater is available in four 
capacities: 2,500; 5,000; 10,000; and 
20,000 pounds. Accuracy is said to be 
unaffected by temperature and fluid 
changes. Hook can be swiveled in any 
direction. Scale has a 25% tare ad- 
justment. Martin-Decker Corp., Dept. 
AL, 3481 Cherry Ave., Long Beach 7, 
Calif. 


For more data circle No. 27 on coupon, p. 64 
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The Jet Play Yard opens up ‘to a 
circle of six feet in diameter from its 
closed carrying size of nine inches in 
diameter. Safe locking device can be 
set for any size circle. Weighs only 11 
pounds. Non-Toxic finished wood with 
rounded corners. Comfort Products 
Co., Dept. AL, 840 N. Broadway, P.O. 
Box 422, Escondido, Calif. 


For more data circle No. 28 on coupon, p. 64 


Ladder Jack and Bracket 


This new ladder jack and bracket 
is designed to fit the top rung of any 
ladder. It may be fixed to the ladder 
on the ground and then raised into 
place. Designated as Model LJB-70 
this ladder jack and bracket will take 
care of a great number of scaffolding 
needs as well as removing the weight 
balance from the middle of the ladder. 
Dalsin Metal Products, Dept. AL, 3506 
Bloomington Ave., Minneapolis 7, 
Minn. 


For more data circle No. 29 on coupon, p. 64 


Window Wall Unit 


This aluminum window wall unit is 
made up of three standard size 9020 
Per-Fit Slider Windows. In this par- 
ticular case the unit works out to nine 
feet long by six feet high. Any size 
desired can be made up by using com- 
binations of standard size 500 series 
Per-Fit sliders that range in width 
from two-six feet or Per-Fit slider 
picture windows that range in width 
from seven-nine feet. Both the stand- 
ard sliders and the slider picture win- 
dows range in height from 2’ to 3’8”. 
Per-Fit Products Corp., Dept. AL, 1200 
E. 52nd St., Indianapolis, Ind. 


For more data circle No. 30 on coupon, p. 64 


a 
New Tape-Rule 


A new, white tape-rule has been 
added to the Lufkin line of measuring 
tapes and rules. Called the Lufkin 
White Clad Mezurall, the blade is fin- 
ished in white with bold, black figures 
and black graduations, coated with a 
clear abrasion resistant plastic to re- 
sist wear. It also has the self adjust- 
ing end hook, which assures accurate 
hook-over and butt-end measurements. 
Available in four lengths, 6’, 8’, 10’, 
and 12’. Lufkin Rule Co., Dept. AL, 
Saginaw, Mich. 

For more data cirele No. 31 on coupon, p. 64 
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Have your sales figures been keeping pace 
with population growth in your community? 
Sending HOME Maintenance & Improvement 
magazine to homeowners will build sales for 
you — will put your name, your services in the 
minds of both prospects and customers. 


It’s a full size magazine, of high quality and 
real beauty. Everything about it is designed 
to encourage readers to want to build onto, im- 
prove or maintain their property. It supplies 
essential home building information — how to 
do it, what to use and where to buy necessary 
materials, parts and tools. It’s the best sales- 
man in print! 


HOME Maintenance & Improvement maga- 
zine service is available only to retail lumber 
and building products dealers. It was designed 
specifically to solve their local general adver- 


tising needs. And each dealer subscribing to 
its service is protected from any duplication of 
names in his trading area. 


It’s inexpensive .. . the total price per copy 
mailed is less than what it costs you to dictate 
and send a personal letter. And it’s simple to 
use. We imprint the name and address of your 
company prominently on the front cover of 
each copy you order. When your customers 
and prospects receive it, it bears your name, 
therefore—it’s your magazine! The result is 
that readers interested in something shown in 
the magazine are directed exclusively to you. 
You can’t miss! 


We want to give you full information, in- 
cluding a complimentary copy of this maga- 
zine, so just mail a postcard request to the 
address below. 


—, 











HOME 


Maintenance & Improvement 


Service Manager, Room 2000G, 189 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 











Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 


Products Merchandiser magazine. 
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NEW PRODUCTS 


(begins on page 52) 





Circular Saw Sharpener 

New Model PG-12 Quick-Way saw 
sharpener unit permits sharpening cir- 
cular saws on your power saw table. 
Two index plates make it possible to 
sharpen, joint, gum and retooth all 
circular saw blades up to 12” in diam- 
eter. Safety guide arm prevents acci- 
dental tilting and gouging of blades 
and assures extra safety for the op- 
erator. Quick-Way Saw Co., Dept. Al- 
36 Hornby Drive, Painted Post, N. Y. 


For more data circle No, 32 on coupen, p. 64 


WHAT'S YOUR ANSWER? 


Solutions to questions 
on page 54 


1. The firm tape-records commercials 
in its own office at its convenience. 
The article on this unusual approach 
to radio advertising for dealers is on 
page 24. 


2. One. The ad on the Dexter 
“Single-Bore” locks is on page 2. 


3. (1) Reduces lost employe time, 
(2) cuts "phone bills and (3) aids in- 
ventory control. For the latest infor- 
mation on yard communications equip- 
ment, see the detailed article on page 
26. 


1. United States Plywood Corp. The 
ad is on pages 30-31. 


5. The firm offers customers use of 
a do-it-yourself and home planning li- 
brary. The story on this friendly and 
profitable customer service is on page 
29. 


6. Sixteen. Chi-Namel’s advertise- 
ment appears on page 35. 


7. “The Golden Rule Yard.” The ar- 
ticle on this dealer‘s attractive new 
store is on page 38. 


8. Kooiker Manufacturing Co. in an 
ad on page 46. 


9. Conducting a public inspection 
tour of attractive recreation rooms in 
homes with the proceeds going to char- 
ity. Details of this plan are on page 43. 


10. Grand Haven Stamped Products 
Co. whose ad is on page 65. 


What's YOUR Score? 


9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 


Roofing Nails 


Lead-Head Nails are now available 
in 50-pound cartons. The new cartons 
have hand grips for easy handling and 
sturdy three-ply corrugated board 
sides. In addition, the cartons lend to 
easier stacking and will take less 
storage space. Deniston nails will 
shortly be available in 100 pound car- 
tons. Deniston Co., Dept. AL, 4856 
S. Western Ave., Chicago 9, Ill. 


For more data circle No, 33 on coupon, p. 64 


Combination Padlock Set 


The Junkune American combination 
hasp and ball-locking padlock set #500 
is made for 90 degree and 180 degree 
doors of all kinds. All parts are made 
of the finest hardened steel which is 
said to give extra protection. Com- 
plete with screws for mounting. Jun- 
kune Brothers, Dept. AL, 1145 W. 
Garfield Blvd., Chicago 21, Ill. 


For more data circle No. 34 on coupon, p. 64 


Electric Drills 


Two new portable electric drills, 
Model 75 (above) and Model 78, 
are featured items in the Skil Cor- 
poration line. The manufacturer re- 
ports the drills have 55 per cent more 
power than former models and are 
lighter in weight. Model 75, a heavy 
duty tool, is available in optional 
speeds. Model 78 is a standard duty 
drill for steel up to %” and wood up 
to %”. Skil Corp., Dept. AL, 5033 N. 
Elston, Chicago, Ill. 


For more data cirele No. 35 on coupon, p. 64 


Contour-Formed Top 

The kitchen cabinet top, which is 
trade-named Lifetime, is the only 
Formica and steel top featuring one- 
piece, seam-free construction. The 
components are bonded together, then 
contour-formed to provide a curved 
front and a curved backsplash. United 
will market thé top in straight lengths 
of up to 10’ and in corner units for 
L-shaped or U-shaped assemblies. 
United Metal Box Co., Inc., Dept. AL, 
168 Seventh Ave., Brooklyn 15, N. Y. 


For more data circle No. 36 on coupon, p. 64 


New Spreaders 


A new De Luxe line features the 
Buch No. 22 De Luxe spreader and 
the Buch No. 33 De Luxe spreader. 
Improved control over the rate-of- 
spread mark both the new spreaders. 
Both have a specially calibrated scale 
for rate adjustment, a chrome-plated 
pulsator to keep the spread-material 
loose and evenly distributed and a 
stainless steel slide plate. Buch 
Manufacturing Co., Dept. AL, Eliza- 
bethtown, Penna. 


For more data circle No. 37 on coupon, p, 64 


Bevel Trim Tool 


The Woodsman bevel trim tool is 
available from scock in 14°, 29°, 44° 
an! 59° angle bevels. The _ tool, 
equipped with the rapid-change bear- 
ing, eliminates hand finishing of plas- 
tic tops. The compound radial and 
helical angles of the finely balanced 
four-blade tool gives a down-shear cut 
to the plastic top sheet removing the 
overhanging edge to an even, beveled 
edge in one pass of the tool. Available 
in shank sizes from 4” to %”. North 
American Products Corp., Dept. AL, 
Box 210, Center Grove Road, Edwards- 
ville, Ill. 


For more data circle No. 38 on coupen, p. 64 
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Steel Tape Rule 

A new steel tape rule is said to 
qualify as a piece of men’s jewelry, 
boasts a precision steel scale only 4” 
wide and comes in a plated case. The 
standard length of the steel tape gen- 
erally specified is six feet, although 
an eight-foot model is_ available. 
Weighing only 1% ounces (2 ounces in 
the eight-foot length) with a smooth 
flush-edge case it is known as the 
Monitor Verithin 206W. Master Rule 
Mfg. Co., Dept. AL, Middletown, N. Y. 


For more data circle No. 39 on coupon, p. 64 


Pine Paneling 

The unusual feature about Amer- 
wood is its rustic finish where in the 
manufacturing processes, the softer L f "7 | h e 
surfaces of the wood are etched out, eee asts our times onger t an ordinary 
leaving only the raised grains and 
knots. The wood is then color-toned blades...yet never needs resharpening! 
in any of five standard colors and 
lacquered, waxed and buffed. Amer- 


wood is made from top-grade yellow --- And Provides Big 333% 


yine and is available in six and eight- 
Pach widths, with lengths up 7 16 Profit Margin! 
feet. Eased (shiplap) joints offer easy J , . 
installation. Southwood Corp., Dept. Here is the first real cost-cutting development 
AL. Box 391, Fort Worth, Texas. = yet made in circular saw blades! The new 
Rar conan didta:-divtin Bas 40 oes cate, a SKIL Two-Way Blade. .. lets your customers 
save three ways: (1) Gives them four times as 
many cuts! (2) Eliminates three to four costl 
an ae Ret er voc resharpenings! (3) Reduces down-time! _ , 
the cutting edges! May be re- SKIL Two-Way Blade is top quality 
versed again and again! throughout: Specially-treated alloy steel, 50% 
harder than ordinary blades. Precision- 
ground, uniformly-set teeth of patented de- 
sign. Special no-glare, rust-resistant finish. 
Constant diameter for uniform cut-depth, All 
insure controlled cutting performance under 
toughest job conditions... provide economy 
and work features customers go for! 
And the SKIL Two-Way Blade is backed 
by a hard-hitting advertising campaign...big 
dealer display promotions...to create selling- 


; - impact at the user level for this revolutionary 
Flame-Resistant Panels blade advancement! 


The new flame-resistant Fire-Snuf 
panels are molded with Hetron, a self- 
extinguishing resin manufactured by =a\ 
Hooker Electrochemical Company. Yi 
' SHOP 


Fire-Snuf is molded in all standard 
roofing and siding corrugations and DISPOSABLE! Four times longer HOME TOOLS 


sheet sizes and — _ a sy —_— life! Saves on needless reshorpen- Made only by SKIL Corporation, 
more per square foot than the stand- ing! Low over-all cost makes dis- formerly SKILSAW, Inc 

ard polyester resin sheet. Resolite posal 5033 Elston Avenue, Chicago 30, Illinois 
, , pert practical when worn out! 

Corp., Dept. AL, Zelienople, Penna. Se ee 


Vor more data circle No. 41 on coupon, p. 64 CONTACT YOUR SKIL WHOLESALER! 
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SELF-HONING! Trailing tooth- 
edges are honed while leading 
edges cut. Always a sharp cutting 
edge ready for instant use! 
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Tool Merchandiser 


The newest P & C self-selling tool 
merchandiser, the Jet-350, takes only 
15” of space, yet displays 350 hand 
tools. It is 75%” high. The P & C 
Jet-350 revolves at finger touch. Every 
tool is shadow marked and clearly 
priced for rapid identification and easy 
restocking. P & C Hand Forged Too) 
Co., Dept. AL, Box 3926, Milwaukie 
P.O,, Portland, Ore. 


For more data circle No, 42 on coupon, p. 64 


Self-Service Package 


A new, transparent, self-service 
package for light builders’ hardware 
items gives the product not only visi- 
bility but also complete protection 
against dirt and handling. Each green 
packaged card is a complete sales unit 
and includes the required number of 
screws. The hardware items available 
include hinges, safety hasps, corne1 
braces and mending plates. Griffin 
Mfg. Co., Dept. AL, Erie, Penna. 


For more data circle No. 45 on coupon, p. 64 


New Operating Demonstrator 


A free demonstrator for the No 
7002 Wintite sash lock and sash lift 
is offered with the purchase of three 
dozen items of window hardware. The 
demonstrator measures five inches 
wide by six inches high and fits neatly 
on counter, wall, or post. The sample 
sash lock mounted on the demonstra- 
tor is finished in bright chromium, the 
sash lift in bright brass. Other fin- 
ishes available. American Cabinet 
Hardware Corp., Dept. AL, Rockford, 
Ill. 


For more data circle No. 44 on coupon, p. 64 
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Counter Display Cards 


To kick off promotion of the new 
Big Chief steel tape rule, counter dis- 
play cards are now available to deal- 
ers. Most important fact about the 
new Big Chief is its 12’ length. When 
folded for use, the red, white, blue and 
black display piece measures 8%” x 
9”. Carlson & Sullivan, Inc., Dept. 
AL, Monrovia, Calif. 


For more data circle No. 45 on coupon, p. 64 
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Tile Counter Board 


A new counter display is being in- 
troduced to help dealers push sales of 
six new and exclusive Miraplas tile 
colors. The new counter board con- 
tains nine squares of tile, three popu- 
lar colors in addition to the six new 
Miraplas colors. It is so designed that 
it ean also be used as a wall hanger 
or window display. Miraplas Tile Co., 
Dept. AL, 980 Parsons Ave., Columbus 
6, Ohio. 


For more data circle No. 46 on coupon, p. 64 


Wall Brush Rack 


A new oper. wire wall rack with a 
special free swinging feature is de- 
signated the #70 WR. This is a one 
piece rack with hooks that are an in- 
tegral part of the frame itself. The 
brushes are firmly held in the hooks 
and the hooks are tight and part of 
the frame. The racks are available, 
without charge, along with a standard 
assortment of H & G varnish, trim and 
wall brushes. Hanlon & Goodman Co., 
coe. AL, 2-12 Main St., Belleville, 
N. J. 


For mere data circle Ne. 47 on coupon, p. 64 


Miniature Kitchen Display 


The miniature display complete with 
table is used as a merchandiser for 
Dormalux kitchen nooks. The unit is 
a scaled model whose overall measure- 
ments are 32” x 18”. The display is 
equipped with hand-out literature 
which lists the 18 stock units that are 
available, in addition to providing 
space for the customer that wants 
some information on a custom unit. 
On the back of the point of sales card, 
stock sizes together with the prices 
thereof are listed for the convenience 
of the sales personnel. Colors, instal- 
lation instructions and all of the perti- 
nent information are also shown on 
the rear of the unit. Dormalux Co., 
Dept. AL, 50 Mechanic St., Buffalo 2, 
N. Y. 


For more data circle No. 48 on coupon, p. 64 


A new installation kit for plastic tile 
contains a combination spirit level and 
ruler, an instruction book, coping saw, 
blue chalk, notched trowel, scraper, 
and chalk line. It is colorfully pack- 
aged in a yellow, brown and white box. 
Tilemaster Corp., Dept. AL, 1415-21 
W. Diversey Pkwy., Chicago, Ill. 


For more data cirele Ne. 49 on coupon, p. 64 


Towel Bar Display 
The Tu-Way Towel Bar extends the 


regular 24” bar to 41”, giving 8%” 
more length on each side. Two series 
are manufactured, Colonial rectangu- 
lar or Cavalier hexagonal brackets 
with four varying lengths. Miami- 
Carey offers to dealers free, the dis- 
play board with the purchase of any 
one of the Tu-Way towel bars. Miami 
Cabinet Div., Dept. TW-10-AL, Phillip 
Carey Mfg. Co., Cincinnati 15, Ohio. 


For more data circle No. 50 on coupen, p. 64 


November 29, 1954 AMERICAN LUMBERMAN & 





A new projects book by Stuart 5. 
Tate details those projects which a 
survey disclosed to be the most popu- 
lar among the family handymen of 
today. Helpful planning, cost estimat- 
ing, materials, purchasing and proper 
procedural information is given. Priced 
at 25¢ per copy. Boice-Crane Co., Dept. 
i 1000 W. Central Ave., Toledo 6, 

io. 


Fer mere data cirele No. 51 on coupon, p. 64 


A Magnetic Power Latch is the sub- 
ject of a new catalog sheet. The Hepp- 
ner magnetic power latch for heavier 
doors has patented (pat. pending) self- 
aligning installation, pivot-cushion ac- 
tion, 10-pound holding force, lifetime 
performance with no maintenance re- 
quired and an unconditional guaran- 
tee. Heppner Sales Co., Dept. AL, 
Round Lake, IIl 


For mere data cirele No. 52 on coupon, p. 64 


A new heavy duty strapping bro- 
chure describes the Gerrard line of 
Bulkbinder heavy duty strapping, 
strapping tools and accessories. The 
brochure contains complete descrip- 
tions and how-to-order information on 
tensioning tools, sealers, seals, cut- 
ters, strapping, accessories and com- 
bination units. A. J. Gerrard & Co., 
Dept. AL, 1950 N. Hawthorne Ave., 
Melrose Park, III. 


For mere data circle No. 53 on coupen, p. 64 


Texture One-Eleven is described in 
a booklet, which recently received a 
distinguished merit award for out- 
standing color illustration. As a sup- 

lement to the large booklet designed 
or use in lumber dealer showrooms, 
a condensed mailer version is also 
available. In quantity, cost of the large 
booklet is $5 per 100 and $1.50 per 100 
for the mailer version. Douglas Fir 
Plywood Assn., Dept. AL, Tacoma 2, 
Wash. 


Fer more data circle Ne. 54 on coupon, p. 64 


A card holder and ticket holder 
catalog is now available from the 
manufacturer. This catalog #281 con- 
tains instructions on placement of 
signs plus detailed descriptions of card 
holders and counter bin hardware. A 
variety of finishes are discussed. L. A. 
Darling Co., Dept. AL, Bronson, Mich. 


For more data cirele No. 55 on coupon, p. 64 


Gyra-Flo Power Exhausters have 
been designed to deliver the greatest 
volume of air at the very lowest noise 
level. Special scroll design and dis- 
charge vanes permit the lowest pos- 
sible wheel tip speeds and control the 
air flow, thereby eliminating air turbu- 
lence. Detailed information and per- 
formance tables are featured in Bulle- 
tin GPE-103. Chicago Blower Corp., 
Dept. AL, 9867 Pacific Ave., Franklin 
Park, Ill. 


Fer mere data cirele No. 56 on coupen, p. 64 





Accordofold, a new Vinyi-covered 
folding door, and its many applica- 
tions in the home, are described in the 
manufacturer’s new brochure. Accord- 
ofold features solid-core construction. 
Two new features are the linkage 
chain that assures even pleating when 
the unit is drawn across the opening 
and Accordofold’s simplified installa- 
tion. Accordofold Div., American Bam- 
boo Corp., Dept. AL, 171-06 Jamaica 
Ave., Jamaica 32, N. Y. 

Fer more data circle No. 57 on coupon, p, 64 


The Deltacraft Library explains in 
understandable language how home 
workshop enthusiasts can use seven 
basic power tools to best advantage. 
Five books are now available and an 
additional five will be published late 
this fall. Circular saw and jointer, 
drill press, lathe, band saw and scroll 
saw and shaper are featured in the 
first five books. Books sell for 99¢ each 
or complete set at $9. Delta Power 
Tool Div., Rockwell Mfg. Co., Dept. 
AL, 400 N. Lexington Ave., Pittsburgh 
8, Penna. 

For more data circle No. 58 on coupen, p. 64 


Weldless, sash and harness chains 
are discussed in a new Bulletin #100 
which contains complete specifications 
and illustrations. Copies are available 
without obligation. 8. G. Taylor Chain 
Co., Dept. AL, Hammond, Ind. 


For mere data circle No. 59 on coupon, p. 64 








CALIF. REALTOR—BUSINESS OPPORTUNITIES BROKER 


POINTS TOWARD MORE SALES! 
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— "GYMNASIUM GRADE FLOORING" ! 
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- 
Specialists in— 
@ Industrial 
Properties 
@ Lumber Yards 
@ Hardware Stores 
®@ Building Supply 
Stores 


You're bound to score if you feature new Dia- 
mond Hard “Gymnasium Grade" flooring. It's 
60% or better ist grade blended with 2nd 
grade. It has the strength of rugged hard 
maple—the beauty and interest of varied colors 
and grain patterns—and a low price to win 
business. It's MFMA-approved and endorsed 
by leading architects and school officials. 


DIVISION 


MANAGEMENT-LIQUIDATIONS 


410 Sen Fernando Road Los Angeles 31 CApitel 6191 


Hayward Lumber & Investment Co. 


SINCE 1910 








Performs as 
well as let 
gerade, but costs 
much less! In- 
quire today. 


J. W. WELLS LUMBER CO. 


Phone 3633 - 6400 @ MENOMINEE, MICH 

















GILLIES BROS. & CO. Ltd. 
BRAESIDE, ONTARIO, CANADA 


WHITE PINE sttos 


STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED a WATER-CURED 
Rough or Dressed 
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1912-1954 


EDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 
Sawmills — Braeside and Temagami, Ontario — voor 
Established 1842 _— 


2 
SS 
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Capacity 28 million feet annually 


Member N.A.W.L. 
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Classified Advertising 


Terms —- Cash With Order 
Minimum Charge $5.00 





Rates. 

1 Ttime —20c per word for each insertion. 
Minimum charge of $1.00 per line. 

3 Times — 1Se per word for each consecutive 

ertion. Minimum charge of 75c 

per line. 

Add $1.50 per insertion for blind ads bearing 

box number. 

No agency 

allowed. 


commission or cash discount 


All ads for classified section must be in Pub- 
lisher's office 14 days preceding date of publi- 
cation. Advertisments are set in uniform 6 
point style. No cuts or special borders 
allowed. 


Replies forwazded without additional charge. 
Count five words to a line and when less are 
tpoctce or used, regular line rate is charged. 

hen answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





WHOLESALE LUMBER SALESMAN 
Opening for aggressive, worker, 
lotrepelitan territ 7, Mostly West Coost 
e 2 tory. os est Coast 
ppeckanty items. Car lots thru distribut- 
ing yard. Profit or as a Junior part- 
ner. Good future for right man. Give age. 
experience, etc. Strictly confidential 
Box Y-35 Lumberman, Inc 





WANTED: Young man with retail lumber ex- 
perience for Division Superintendent over a 
small group of yards. Address Box 220, Amer- 
ican Lumberman, Inc. 





Wanted — Experienced salesman for whole- 
sale lumber and building materials. North- 


western Indiana area. Aggressive and steady. 
Permanent position, salary. Address Box Y-52, 
American Lumberman, Inc. 





Builders Hardware Man 


We need @ young man with several years 
copomense in Contract Builders Hardware. He 
will be in direct charge of all Builders Hard- 
ware, write commercial and residential speci- 
fications, and do the purchasing. The position 
is a responsible one and offers a fine oppor- 
tunity. © carry one of the largest stocks of 
builders hardware in this part of the country 
and do substantial business with it. Address 
your reply, giving all pertinent information to 
the Whelan Lumber Company, 715 E. 4th, 
Topeka, Kansas. 


BUILDING MATERIAL SALESMAN—Old estab- 
lished wholesale company has opening for 
young man, 25-35. to call on limited group 
lumber dealers in Western Ohio and Eastern 
Indiana. Car furnished. Apply by letter giv- 
ing full details of background oad references. 
The Peter Kuntz Company, Hulman Building. 
Dayton 2, Ohio. 





WANTED: Young man with ability and ex- 
perience in the retail lumber business for 
manager in well established | ard and 
building material store. Address Box 2-21, 
American Lumberman, Inc. 








Lumber Salesman Wanted 

By Southern wholesale distributor of West 
Coast Lumber and Kg and Southern 
Pine and Hardwoods. e have always prom- 
ised “A little botter lumber, a little better 
service” and then delivered it. We are going 
to expand into 3 or 4 new territories that can 
be profitable. We want all your time and 
effort on salary and expenses, or profit shar- 
ing basis. Phone or write: A. D. Burdette. 
Pres.. BURDETTE LUMBER CORPORATION. 
Headquarters, MERIDIAN, MISS. 





Wanted—Experienced Yard Superintendent to 
take charge of hardwood yard and drv kilns. 
beth fan and gravity type. Advise. giving ref- 
erences, Colonial Hardwood Flooring Com- 
pasy: Post Office Box 191, Hagerstown, Mary- 
and. 
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HELP WANTED 





EXCELLENT OPPORTUNITY 
Manager — city lumber yard — northwestern 





SALES REPRESENTATIVES 
WANTED 








Sales repr es ted to sell to retail 





Ohio. Must know lumber and 
be able to work with builders — give full 
information and a recent photograph — salary 
expected — references. Address Box Y-54, 
American Lumberman, Inc. 


MILLWORK DETAILER AND BILLER 
Florida Millwork Company wants to employ an 
experienced Detailer and Biller. “No uor.’ 
None but high type man need apply. Address 

ox Y-55, American Lumberman, Inc. 


RETAIL LUMBERMAN 

We need a young man with at least three 
years experience in the retail lumber business, 
preterabiy with experience as manager or as- 
sistant manager of a yard. Address 
reply, giving age, experience, education. and 
all other pertinent information to Whelan Lum- 
ber Company, Box 328, Topeka, Kansas. 





WANTED: Young man with some retail lum- 
ber experience for assistant manager of a 
good retail lumber yard. Address Box Z-22, 
American Lumberman, Inc. 


STOCK MILLWORK MAN 

We need a young man with at least three 
ears experience in the stock millwork field. 
{ you are familiar with stock millwork and 
are looking for a posi with a secure future, 
and unlimited chance for advancement, ad- 
dress your reply, giving age, e rience, edu- 
cation, and all other rtinent information to 
the Whelan Lumber Company, Box 328, To- 
peka, Kansas. 





Wanted: Young man with experience in retail 
lumber business and who is qualified for 





posit ot ger or g of 
small yard in Central Illinois. Address Box 
Y-60 American Lumberman, Inc. 





SALESMEN 
EXCELLENT OPPORTUNITY 


3 high grade salesmen for well established 
Eastern wood door manufacturer. Thoroughly 
experienced; with contacts in lumber dealers 
and distributor trade in Conn., Mass., N ° 

> Pa., and Md. Substantial drawing ac- 
count and liberal commission will produce 
hig ings for pable men. Write full 
details to: 


WEISBERG-BAER CO. 
4-05 26th Ave., L. I. City, N. Y. 








SITUATIONS WANTED 





Detailing and billing special architectural 
snes, Addoces ox a ee 





Attention: Line Yard Management 


Which sosognines potentialities in their yards 
for greatly reased consumer sales through 
creative sales management. 

Mature, th ghly experienced sales and 
sales p ti 1 is available for re- 
cruiting. training. motivating, operating a 
creative consumer sales organization. Negotia- 
tions confidential. 


Write Box Y-56. American Lumberman, Inc. 











SALES REPRESENTATION 
AVAILABLE 





Manufacturers’ Agent — calling on lumber and 
building supply jobb and 1 in Miss- 
issi and North Alabama. Can handle an 
additional line, millwork or building special- 
oe Address Box Y-57, American Lumberman. 
nec. 








yards throughout the country. Fee 
quality imported hardware such as butts. she 
brackets, etc. These are volume items and 
pay @ generous commission. List lines carried 
and years in business. Address Box Y-58, 


American Lu rman, Inc. 





DISTRIBUTORS AND /OR REPRESENTATIVES 
WANTED 


In protected territories for handling a 
lete, competitive line of H. C. Flush Doors. 
xcellent sanded finishes in Birch, Mahogany, 
etc. Write to: Oscoda Door Mig. Co., Oscoda, 
Michigan. 





Aggressive salesmen, now earning $15,000 to 
$20,000 yearly with ambition to add to in- 
come. Must have following among Building 
Material Jobbers calling on Lumber Dealers. 
We have quality line of metal items at very 
competitive prices. Some new top sales items. 
A tew protected territories leit. State length 
of time, es you ndle, and emory. 
UNITED STEEL PRODUCTS COMPANY, 104 
W. 86 St., Minneapolis, Minn. 





SALESMEN WANTED covering lumber and 
building supply dealers. Exclusive territories 
on CHEVRONS wood fast beautifully 
packaged with point-of-sale —> Also bul 
sales. Liberal commission. . B. Packard 
Co., Inc., Manufacturers, 139 Cedar St., New 
York 6, N. Y. 








Manufacturers Representatives—are you look- 
ing for competitive qty merchandise to 
balance your line? e have lawn rollers, 
outdoor grills, wheelbarrows, seeders, mortar 
boxes, wrought iron legs. and many more. 
Address Box Z-23, American Lumberman, Inc. 





Aluminum Windows. Awning and horizontal 
glide types for new buildings. Reply to: Di- 
rector of Sales, P. O. Box 1072, Youngstown, 
Ohio. 





- BUSINESSES WANTED 





Retail Lumber Yard in good community. Pre- 
fer Northern Illinois or Southern Wisconsin. 
Address Box Z-24, American Lumberman, Inc. 





LUMBER & DIMENSION WANTED 





i tract output of medium sized mill (Fir. 
Sed ay Bey ascent cut or 1955 production. 
Will advance in pile if insurable. P. O. Box 
662, Saginaw. Michigan. 





Plywood cut-offs. Interested in large quantity 
for Christmas sales. Rush replies—type. quan- 
tity, sizes and prices. Evansville Lumber Co., 
1700 W. Franklin, Evansville, Indiana. 





WANTED — RAILS 





STEEL RAILS 
16#, 204. 25H. 30H, 354, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St., Charleston, West Virginia 





RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 


USED MACHINERY WANTED 








TTENTION: USED SANDER 
We are willing : used sander, would 
eler a soge motor, 2 = 
nquire at Tonn and B . Inc., 104 North 
a Street, Michigan City, Indiana, Phone 
6- . 





Want to buy used moulder 12. Must be 
reasonably modern and in good condition. 
Also cant gangsaw (not circular). Can use 
with as small as 14” one. Address Box 
Z-25. American Lumberman. Inc. 


November 29, 1954 AMERICAN LUMBERMAN & 








BUSINESSES FOR SALE 





FOB SALE 
Yard in tt N 
vos, = ern Nebraska town. lecated in 
investment will 
retire. Address Bex 
man, Inc. 


; te 
62, American Lumber. 





Building Material, sawmill, store, planing 
mill. Book value $60,000. For sale or trade 
for half, terms. Yearly volume $150 to $200 
thousand. Old established. Address Box Z-26. 
American Lumberman, Inc. 


FOR SALE 


Old established lumber and coal yard. Ad- 
dress Box Y-43, American Lumberman, Inc. 





MISCELLANEOUS FOR SALE 





ADVERTISING YARDSTICKS 


Basswood, 2-coler. Same prices -color. 
Also Paint Paddles. Immediate i 
RB. J. DUMONT Co. 

156 So. Melrose Ave., Elgin, Il. 





H. C. FLUSH DOORS BIRCH 


“fF 


SNMMHY & 
bRssss 5 


° East. 
Have 6 C/L of both Birch and meprrrs doors 
24, FOB 


x 


available. More to come, less 6 
St. Charles, Michigan. Modern Door & 


umber 
Co. Contact for distributorship. 





CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 


For growing Christmas trees. Ornamental 
landscape lining-out. Quality stock direct from 
growers at low prices. Write for price list 
and planting guide. 


SUNCREST EVERGREEN NURSERIES 
Box 305, Homer City, Pa. 





PROMPT SHIPMENT 





R-V-LITE 
(Window Materials) 


Sate Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Il. 





LUMBER & DIMENSION 
FOR SALE 


Air Dried—Kiln Dried Sgodiectian White Pine 

4/4 through 16/4 P 3 

oS _Gecus . u. 8, ged 8 ft. Paneling 
TRIPLETT ner Qoewanr 

Plaza 4-457! ‘ P 





P. O. Box 738 


3UILDING PropucTs MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





tie pes Seen Seat, ome 
Alse 


Extension Ladder Rails 
Meuldings Cut Dees 
Millwork Blanks Step-Ladder 


Inquiries answered premptiy: 
Al Clements Lumber Ce. 
P. ©. Bex 808 


Eugene, Oregen 
Phene 5-3317 


Steck 
Steck 


TWX EGO4«s 





Need Room for Mill Expansion 
Must Sacrifice following: 


2,000 Open Wds. 50c each. 1,000 Gizd. Sash 
$1.00 each. 


300 Rysee Comb. Frames and Windows. $7.50 


each. 


500 Redwood Comb. S. S. & Screens, $4.00 
each. 


5 Racks Asst. Mouldings. 
750 Gal. Brocado Paint 50c a gallon. 
Many other items. 


Siegel Lumber Company, 4815 W. Grand Ave.. 
Chicago 39, Illinois NA 2-2100 


USED MACHINERY FOR SALE 








ROSS STRADDLE CARRIER 
Series 90 
20,000-Ib. capacity 
$2900.00 
LAWLER COMPANY 
Durham Ave. & Lawler Place 
Metuchen, New Jersey 
Me 6-0245 





TRACTOR WITH DROTT SKIDLOADER 


1 040966 Allis-Chalmers 1950 Model HD 7W 
Diesel 63” Tread Track Tractor Serial No. 
1s” Borat Guin tea Hicid tack hoo 
ig ru rame 

Model @0—Drott Skidloader D2R-460 
equipped with 72” Lumber rack and hydro 
8 moun on above tractor B r 
Blade. Can be seen at Linden Lumber 
» Lake Linden, Michigan. Price 


$6,500.00. 
Boehm-Madisen Lumber Company. Milwaukee. 
Wisconsin. 


ri 1 
ity. Prices quoted upon re- 


machines are like new and we also 
have plenty of 4’'x4’’x60"" bolsters with bolted 
legs to go with te machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


FOR SALE 


LANE SAW MILL. Vicinity of Carthage, N. Y. 
equipped with good motor, edgers, trimmers 
and crane: also dimension outfit to manufac- 
ture stock from heavy slabs and edgings. 
Also small office building and house for care- 
taker. Supply of —- are available. Mill is 
close to railroad. ayne Lumber Company. 
308 Greenpoint Ave., Brooklyn 22, N. Y. 





One ROSS Straddie Carrier, Mod. 90, 15 ton 
capacity. P. A. Henault, 25167 Grand River, 
Detroit 19, Michigan. 


USED MACHINERY FOR SALE 





FOR SALE 


100 H.P., 100 P.S.I. Kewanee Locomotive type 
boiler, completely equipped: oil fired, fully 
automatic; 500 f.o.b. . California. 
For further details write or phone Pacific 
Union College, L. C. Christensen, Engineer. 
St. Helena 300. ext. 253. 


BOOKS FOR SALE 








R’S LUMBER AND LOG BOOK. In- 
pin hy for lumb hants, sawmill 


P r 

men, etc. Vest pocket size of 1950 pages. 
giving tables on scantling and plank measures. 
round timber reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other 
valuable informati Price $1.00. 








FOREST MANAGEMENT. By H. H. Chapman. 
Revised edition. Rewritten to include all the 
latest developments in this field, including a 
synopsis of the newly issued manual of in- 
structions for management plans, U. S. Forest 
Service. With timber costs still mounting up- 
wards, scientific forest management continues 
to assume an ever-increasing economic im- 
portance throughout the nation. This book 
answers the basic questions that arise in 
managing forests scientifically. Price $6.00. 


LUMBER CALCULATOR. By W. H. Selomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif- 
ferent sizes of lumber, especially where frac- 
tional td of an inch are to be figured. 
Price $2.00. 


PLYWOOD — WHAT it is and What it does. 
By L. H. Meyer. Authoritatively covering the 
composition, structure, and mechanical char- 
acteristics of plywood and kindred laminates, 
this manual provides a complete, concise pic- 
ture of why, when, where and how te use 
plywood to best advantage. Will answer most 
of your technical questi involved in the 
industrial manufacture and ctical applica- 
tion of plywood. Illustrated. Price $4.50. 


BUYER AND SELLER. By Braughman. 19th 
edition. Lumber tables showing 14,000 dil. 
ferent sizes and lengths, and the number of 
feet in any number of pieces at a glance. 
Useful tables for reducing feet to inches, vice 
versa. Log scales, weights and measures, 
odd sizes, odd lengths, number of lath and 
the ingredients for plaster and mortar—just 
a few of the handy things to know. Desk 
Edition. Price $8.00. 


STEEL SQUARE. By Townsend. The steel 
square has become one of the most useful 
tools in the carpenter's kit. This edition fol- 
lows through the construction of 

from start to finish. Index is arr 80 
that the workman can turn instantly to the 
job in which he is interested. Price $2.50. 


BLUEPRINT READING. By Dalsetl, McKin- 
A precties| book of self 
as 





ef plans are included. Price $1.75. 


FOREST PRODUCTS. By Nelson C. Brown. 
Harvesting, qecereenes <n0 marketing of ma- 
terial other than lumber, including prin- 
cipal derivatives, extractives and incidental 
products. Features 155 illusrtations, 
and reference list. Price $5.00. 


LOGGING. By N. C. Brown. The principles 
end methods of harvesting timber in the 
United States and Canada. book will help 
the student and operator to gain a better un- 
derstanding of logging met employed. 
Price $5.00. 


CARPENTRY. By Townserd.. A practical 
treatise on simple building construction, in- 
cluding framing, construction, general 
carpen work, exterior and interior finish 
of build . building forms. working 
drawings. An outstanding book. Price 87.50. 
EXPERT LUMBER PRICER. By E. M. Hiatt. 
A page for each price per thousand, in steps 
of $1 from $25 to $150. and steps of $5 from 
$150 to $200. Along the left side of each 
page are listed by thickness and width the 
different items carried in the ordinary retail 
yard, and along the top margin are the vari- 
ous lengths. Turn to the price and find where 
the item and length lines cross, then find price 
per piece. Price $7.50. Supplement $6.50. 


AMERICAN LUMBERMAN 6 
BUILDING PRODUCTS MERCHA: 
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against dise or against belt. Belt stop- 
fence is adjustable. Made of cast iron, 
Model #335 measures 19%” x 27”. 
Toolkraft Corporation, Dept. AL, 7000 
Plainfield St., Springfield, Mass. 
For more data cirele No. 61 on coupen, p. 64 
Riding Garden Tractor 
The new Midland Rider tractor will 
be available in three and five hp mod- 
els. Features a full-geared differen- 
tial and  lever-selected gear-shift 
transmission, six forward speeds plus 
reverse in two speed ranges fit power 
to job. Also, all controls are close- 
grouped, Steering is handled by turn- 
ing the rear wheels. Midland Co., 
Dept. AL, 1200 Ramson, South Mil- 
waukee, Wis. 


For more data circle Ne. 60 on coupon, p. 64 


Pneumatic Tubes 


A prefabricated, two-station pneu- 
matic tube system, in kit form, can 
be installed in any type of building 
by regular maintenance personnel. 
The system is pre-engineered so that 
the user can lay out and install the 
equipment by following the simple in- 
structions provided. The package Air- 
tube system is said to produce faster, 


Belt-Disc Sander 


A new Darra-James belt-disc sander 
by Tool-Kraft, with 6” x 48” belt and 
9” disc, operates in vertical or hori- 
zontal position. Tilting table with a 
graduated miter gage can be used 


more economical and convenient pa- 
perwork transit. Lamson Corp., Dept. 
AL, 303 Lamson St., Syracuse 1, N. Y. 


For more data circle No. 62 on coupon, p. 64 


New Flow-Rack 


Combining gravity wheel track 
with Rapistan rack components, this 
new materials handling device cuts 
inventory and stock handling steps. 
Through use of gravity force this rack 
moves goods to its front, where effi- 
cient selection can be made. Flow- 
Rack is made of rolled steel, with cor- 
rosion-resistant baked enamel finish. 
It is produced in six foot rack height 
but may be any width or length over- 
all. Rapids-Standard Co., Inc., Dept. 
AL, Rapistan Bldg., Grand Rapids 2, 
Mich. 


For more data circle No. 63 on coupen, p. 64 





keep informed on “"WHAT’S NEW!” 
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READYBUILT 


Reg. U.S. Pat. Off. 
Fireplaces 


_ 


No Home Com- 
plete Without a 
Fireplace! 


* 


. 


Shipped Com- 
plete, Ready to 
be Installed! 

» 


Adds beauty, cheer and comfort to any 
home, old or new. 

The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. 

Large variety of attractive models in 
brick, stone, wood, etc., available. 

Furnished complete — ready to be in- 
stalled by a handy man—shipped anywhere. 


DEALERS, BUILDERS and HOMEOWNERS 











write for catalog and full information 


The READYBUILT PRODUCTS COMPANY 
| 1705 MeHeary 


St., Dept. AL, Balte. 23, Md. | 





SAWHORSE BRACKETS 


NO NAILS @ NO BOLTS 
NO SCREWS 


ALL-WELDED CONSTRUC 
TION. Use any 2 x 4 for | 

and crossbar ...set up or knock- 
ed down instantly. 

Fach package is a 

colorful counter dis- 

play. 12 Sets t> a 

carton. Dealer helps 


VES, 


Nationally advertised 
—order from your 
wholesaler, or direct if 
he cannot supply you. 


GRAND HAVEN STAMPED PRODUCTS CO 


GRAND HAVEN, MiICh 
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We hear that a fool and his money are soon parted but pleas« 
tell us, how did they get together in the first place j 


young man for a long while 
clerks. When the 
didn’t he bu 


[i] stor watching a 
unter phe fh 
departed the manager asked 
Didn't you have what he wanted? 
Oh es re plu 1 th; prett 


: ; 
mghil 


manager 
iftrachve 


‘Wh 


customer 


at tits 


anything 


salesgirl, “We ha 


Are bachelors such a happy lot because they know ; 
to catch the fox to enjoy the hunt ? 


ver shoken of marriage 


Has your b j 
Well, indirectly. Once he said he had never smoked a pipe 
, 


could never try one out before he bought it.” 


ryfriend (,uUs 


cause hi 


Unemployment gets chromic with a man when compensatior 


ets in 


I caught my 


vfriend necking.” 
I caught mine that way, too.’ 


With 
know it! 
Wanna give the little lady the perfect gift this year? Show het 
a profit. Hah! Bet you thought we going to urge 
put a Homestead Brand Shingle in her stocking. But no 
The fact is, though, when you stock Homestead Brand Shingles 
you sell them—everytime, and that’s good for 
what's good for your business 
Christmas to you all from the 


Thanksgiving past can Christmas be far away? You 


were you to 


your business and 
makes the little lady happy so merry 


MAUK Lumber Co 


simple Celia says many a girl has forgiven a man’s past be 
cause of his presents 


\ psychiatric patient was vacationing and sent his doctor 
card saying, “Having a wonderful time. Wish you were hers 


tell me why.” 
} 


/ tht 


quor but nowadays she 


was when it used to be an insult to offer a girl a drink 


just swallows the imsult 


Do You Know What De pt 
Do you know 
eves overt, the wool 


what a sweater girl is? A girl who pulls your 


Do you know what a stripteaser \ girl who's good to the 
last drop 

Do vou know what a sound purchase is? 
MAUK l umber  o., otf course 


Every item from 


7 + 


MAUK Seattle Lumber Co. 


Seattie 5, Washington 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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FOREIGN VISITOR likes do-it-yourself promotion. It’s 
simply amazing, commented T. W. Greenwood, right, man- 
aging director, Philplug Products, Ltd., London, when he 
saw the crowds at the Do-It-Yourself Show in Chicago. 
Greenwood flew to Chicago from London to talk over possi- 
bilities of similar promotion in England with William Orkin, 
do-it-yourself show producer. 


Do-It-Yourself Roundup (begins on page 32) 


CLEVELAND Despite eight days of rain and 
high winds, 85,000 people attended the Cleveland 
Press do-it-yourself, hobby & photo show which re- 
alized $30,000 for the newspaper’s Christmas Fund. 

The nine-day production, which closed Oct. 17, used 
four halls of the Cleveland Public Auditorium to dis- 
play 126 exhibits. The success of the show has led 
to the scheduling of another in October, 1955. 

CHICAGO During the nine-day do-it-yourself 
show held at Navy Pier, 83,207 people visited more 
than 100 booths. The show closed Oct. 31. 


PHILADELPHIA More than 3,000 home handy- 
men entered the Philadelphia Inquirer’s do-it-your- 
self contest held in conjunction with the show at Con- 
vention Hall. First prize, a $3,000 Boose workshop 
machine, was won by a 46-year-old city employe who 
used his spare time to refinish and redecorate his 
house. 

ELMIRA, N. Y. Elmira’s first do-it-yourself show 
closed Nov. 14. More than 40 exhibitors participated 
in the successful six-day show. 


JALOUSIE WINDOWS were just one of the products dis- 
played in the 15 booths sponsored by the Gee Lumber & 


Coal Co to participate in the Chi- 


cago show. 


the only retail dealer 
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SLIDING “3 


Exclusively FORaaPerTOTS 


In the home, when precious slumber should be undisturbed, 
you can be assured of hushed quiet in the operation of sliding 
closet doors equipped with this hardware. This innovation 
in swift, quiet and efficient sliding door action is the most 
advanced step in modern hardware design for the office or 
factory as well as the home. 


Your trade will appreciate the many exclusive features of 
these new products. Hangers are made in single and tandem 


wheel styles with special adjustment features and fit every 


thickness of door. View showing complete assembly 











No. 182 Sliding Door Hanger No. 185 Sliding Door Hanger 





Large Nylon wheels 1% inches in diameter carry the door-load 
with ease and fewer revolutions in operation. Wheels have solid 
rivet axle and all hardware is zinc plated. Track is 16-gauge Steel 
Hot Galvanized and fits all doors, regardless of thickness. Furn- 
ished in 44, 56, 60 and 68 inch !Sengths. 


ORDER YOUR SUPPLY NOW—THE DEMAND IS SENSATIONAL! 
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DEALER TIE-INS 


Window Posters, Ad 
Mats and Counter 
Cards are available 
Free to help tie you in 
with Warp's National 
Ads. Write W arp Bros 
Chicago, 5! 
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HOLD IN HEAT-KEEP OUT COLD 


Cheaper Than Glass=Lasts For Years 


GEGN) 29) 148 


MAKES LOW-COST PROTECTS WALLIS FOR CHAIR COVERS, FOR STORM DOORS & 
STORM WINDOWS BEHIND STOVES, SINKS GARMENT BAGS, ETC. PORCH ENCLOSURES 



































Warp Bros. have the finest facilities for making their own plastics. They do their own 

weaving and complete processing too . . . in their own modern plants. “Warp’s”’ stands 
for the BEST in Window Materials . . . they’re made to 
last, not just to sell. 


Don’t be fooled by inferior window materials that 
“look the same.”’ Only the Genuine has the name 
“Warp’s’’ Branded along the Edge. It’s there for your 7 
protection—“IF IT’S WARP’S IT’S GOT TO BE GOOD!" 











sun ruse WINDOW 
WARP’'S FLOOR 
at end of aisle 
For nein 


ccountertyne Carried by Reliable Jobbers Everywhere 





"WORLD'S LARGEST PRODUCERS OF TOP QUALITY 
WARP BROS. | ptastie WINDOW MATERIALS—ESTABLISHED 1924” | CHICAGO 51, it 








